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Conservation Has 
Important Place 


Unusual Records Rewarded at 
Provident Mutual Agents’ 
Convention in Chicago 


MANY FROM HOME OFFICE 





Leading Producers Tell How to Get 
Prospects, Applications, Medicals 
and Checks 





The “cream” of the Provident Mu- 


tual’s agents, together with a delegation 
of 13 home office officials headed by 
President M. A. Linton, gathered in 
Chicago three days this week at the an- 
nual convention of the Leaders Club. 
The sessions were unusually interest- 
ing and practical. One morning was 
to expositions by well known 
agents, such as C. V. Anderson of Cin- 
cinnati, vice-president National Associa- 
tion of Life Underwriters, and Sigour- 
ney Mellor of Philadelphia, millionaire 
producer, on how to get prospects, in- 
terviews, applications, examinations and 
the check. me 

The leaders were welcomed to Chi- 
cago by E. J. Smith of the Chicago 
agency. Paul Loder, Philadelphia gen- 
eral agent, presented. greetings from the 
General Agents Association. Franklin 
C. Morss, manager of agencies, installed 
the new officers, they being C. M. Frey 
of Philadelphia, president; D. T. Mac- 
Kinnon of Detroit, and _ r. Smith, 
Sigourney Mellor and W. L. Mason, all 
of Philadelphia, vice-presidents ; c 
Miller of Philadelphia, secretary. 


President Linton Speaks 


devoted 


The various leaders were introduced 
yy W. D. Cross, assistant manager ot 
agencies, and then there was an address 
by N. A. White, in charge of advertis- 
ing, on “A New Deal.” The Monday 
session was concluded with an address 
by President Linton. ; 

M. L. Williams, assistant manager ot 
agencies, was chairman of the Tuesday 
session and the discussion leader was 

W. Moock of Philadelphia. E. R. 
Sumner of the Paret agency, Philadel- 
phia, told “How I Get Prospects”; W. 
lr. Smith, Loder agency, Philadelphia, 
“How I Get Interviews”; C. Vivian 
Anderson, Cincinnati, “How I Get the 
Application”; R. S. Babcock, Los An- 
geles, “How I Get the Examination,” 
and Mr. Mellor, “How I Get the 
Check.” 

Henry Bossert, Jr., manager conser- 
vation and statistical departments, pre- 
ted the conservation awards and Dr. 

. R. Everett, medical department, dis- 
~ special procedures in the selec- 
tion of risks. A get together dinner 
was held Tuesday evening. 

Mr. Cross was chairman of the Wed- 
nesday session and the discussion leader 
was A. S. Walther of Los Angeles. Mr. 
McKinnon gave an address on “ 


“Con- 
Sistent Leadership” and Mr. Frey on 





Plans Are Announced for 
Chicago Annual Meeting 


AGENCY OFFICERS GATHER 


Joint Conference of Research Bureau 
and Executive, Production and 
Supervisory Officials 


Aug. 24.—Plans for 
meeting of the Asso- 
Officers and the 


HARTFORD, 
the joint annual 
ciation of Life Agency 
Life Insurance Sales Research Bureau, 
to be held Oct. 23-25, at the Edgewater 
Beach hotel, Chicago, are rapidly near- 
ing completion. 

Having in mind events which have 
transpired since last year’s meeting and 
their effect on the life insurance busi- 
ness, the program is being built around 
the general theme, “Moving Forward 
Under Present Conditions.” 

The chairman for each general ses- 
sion will be as follows: 

Monday afternoon, Oct. 23—M. A. 
Linton, president, Provident Mutual 
Life, chairman of the executive commit- 
tee of the Life Insurance Sales Re- 
search Bureau. 

Tuesday, Oct. 24—L. J. Dougherty, 
president, Guaranty Life and chairman 
of the board of directors of the Life In- 
surance Sales Research Bureau. 

Wednesday, Oct. 25—C. D. Devlin, 
general superintendent of agencies, 
Confederation Life, chairman of the ex- 
ecutive committee of the Association of 
Life Agency Officers. 


Will Have Group Sessions 


Oct. 24, will be de- 
company rep- 


afternoon of 
voted to group sessions, 
resentation being divided according to 
company size into five groups. Current 
problems which do not well lend them- 
selves to discussion in the larger meet- 
ing will be discussed in these group 
conferences. 

Among those who have already ac- 
cepted invitations to appear on the pro- 
gram are Henry Bruere, president Bow- 
ery Savings Bank, New York City, and 
formerly vice-president of the Metro- 
politan Life; and J. A. Fulton, president 
Home Life of Ne~ York. 


The 


“Intangibles Which Are Very Tangible.” 
The final address was by Paul Speicher 


on “Today’s Economic Condition and 
Life Insurance.” 
In the Tuesday session Mr. Moock 


led off with the theme that keeping ever- 
lastingly at it intelligently brings suc- 
cess. One agent commented that he had 


secured a great deal of new business 
from persons interested in breweries, 
bottle and barrel works. 


Anderson Tells Methods 


W. T. Smith of the Loder agency, 
Philadelphia, prospects while at play, be- 
ing interested actively in many sports. 
He spends three days a week and three 
or four nights with different groups of 
men, but always is working at life in- 
surance. One game of handball, he said, 
has brought him $290,000 of business in 
four years. 

Mr. Anderson since 1932 has done no 
cold canvass, but uses the telephone and 
personal friends to secure interviews 
He makes a definite appointment and 





No Attempt by the Groups 
To Devise a Life NRA Code 


COMPANIES GO INDIVIDUALLY 


Organizations Will Not Attempt to 
Formulate Any Special Draft for 
the Business 


Aug. 24.—Life insur 
Association of 
and the 
have taken 
under the 


NEW YORK, 
ance organizations, the 
Life Insurance Presidents 
American Life Convention, 
no part in forming a code 
NRA regime. The National Board of 
Fire Underwriters and the Association 
of Casualty & Surety Executives invited 
the life people to meet with them last 
week as they had under discussion a 
code to be presented at Washington. In 
fact, officials of fire and casualty organ- 


izations had visited NRA headquarters 
in order to confer with the authorities 
as to a special code for insurance. The 


life people concluded, however, that 
they did not care to affiliate with the 
other branches in preparation of any 
code. 


Companies to Act Individually 


Each company, therefore, is going 
ahead on its own hook. Some signed 
the general code when it was first put 
out. Others have since signed it. Still 
others are waiting further develop- 
ments. It seems that some companies 
signed the code and then transmitted a 


supplemental statement in which certain 
phases of the code were modified. It 


seems that General Johnson will not 
permit these modifications. Evidently 
some companies endeavored to inter- 


pret the code and modify it in a way to 


meet their own peculiar situation. Each 
company, therefore, will follow its own 
accord without reference to the organ- 
ization. 


Some officials look askance on section 
7a of the general code which provides 
for the organization of employes for 
collective bargaining. The “unioniza- 
tion” of insurance company employes 
would be an entirely new thing and 
naturally executives hesitate to sign a 
code that might lead to some movement 
of that character. At one time there 
was an attempt made to organize indus- 
trial insurance employes but the project 
did not get very far. 


goes with something definite to talk 
about. Day and night he questions his 
family and friends for information about 
people and remembers these facts to use 
later in selling them insurance and help- 
ing to line up other people. 

Mr. Anderson presented the interest- 
ing record of his cases for the last six 
years. In 1927 he wrote 28 lives and 37 
policies, the amount per life averaging 
$31,000 and per policy $24,000. In 1928 
there were 36 lives, 56 policies, $43,000 
average per life and $28,000 per policy; 


1929, 30 lives, 38 policies , $29,000 per 
life and $21,000 per policy; 1930, 22 
lives, 47 policies, $91, 000 per life and 


$42,000 per policy; 1931, 27 lives, 42 poli- 
cies, $29,000 per life and $19,000 per 
policy; 1932, 43 lives, 32 policies, $37,000 


per life and $27,000 per policy. 
Sigourney Mellor said the essence of 
(CONTINUED ON PAGE 8) 





Hartford Offices 
and Investments 


Company Officials Are Keeping a 
Close Watch on the Changing 
Conditions 


ARE HOLDING UP WELL 


No Connecticut Institution Has Had to 
Go to the Government for 
Financial Aid 


HARTFORD, Chere 


turally 


Aug. 24. 


interest 


Is la- 


much among company 
executives here as to investments as ap- 
plied to insurance. One president in 
commenting on the situation said: 

“You 
risk. 
But 


or analysis 


can’t put out money without 

That element exists at all times. 
you can make an exhaustive study 
investments 
are as contrasted with speculation. Take 
for example Railroads 
exist for the purpose of transporting the 
absolute necessities of life. You can’t 
live without railroads. You can get 
along without automobiles, radios, elec- 
tric lights or other luxuries, but once 
you ‘fold up’ the railroads New York 
City, Boston, Chicago, in fact every city, 
would find a starving population on its 
hands. 

Comment on Foreign Bonds 


of what ‘real’ 


railroad bonds. 


“Every investment has its purpose. 
lake foreign bonds, for instance. They 
exist to sponsor foreign or international 


trade. You know of investors refusing 
to invest in the higher types of these se- 
curities on the basis they are ‘unsound.’ 
However, there have been times in the 
past year when the securities which 
could best be sold in large blocks, ex- 
clusive of United States governments, 
were the higher types of foreign bonds. 

“Deal now with New York bank 
stocks. Hartford companies have long 
made a practice of investing in these se- 
curities. They are needed to furnish 
the credit for our induStries and gen- 
eral business. We cannot exist without 
banking facilities. You may own stock 
in a bank which has failed. That is your 
own poor judgment. You quite evi- 
dently did not know the caliber of men 
running the bank or the problems facing 
that institution, over which, perhaps, 
these men may have had no control. 
ut all banks won't fail. It is probable 
that an analysis of insurance company 
portfolios would show that bank stocks, 
if purchased some years ago, could, even 
in the present low market, be liquidated 
on a satisfactory basis.” 


Observations on Municipal Bonds 


Municipal bonds were next in his dis- 
cussion. 

“They are necessary because they rep- 
resent law and order,” he said. “We 
cannot live without organized society 
and protection. These municipal obliga- 
tions are the life-blood of that necessity 

(CONTINUED ON PAGE 20) 
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Some Observations Made 
in Field by a Looker-On 





By RALPH E. RICHMAN 


General agents of the State Mutual 
Life are in Worcester this week stag- 
ing a surprise birthday party in honor 
of Chandler Bullock, president, on the 
occasion of his 61st birthday. Almost 
all general agents are there. Agents 
over the entire country are having a 
part in the celebration also by seeking 
to have in Worcester on his natal day 


an application for life insurance. Mr. 
Bullock is one of the most. respected 
company presidents of the country. He 


has not only served well his own com- 
pany but was a notable leader in the 
Life Presidents Association. 
* 2: 
CONSERVATION WORK PAYS 


That special conservation work pro- 
duces unusual results is shown by the 
experience of a Prudential industrial of- 
fice, operating in the foreign area of a 
large city. Ordinary insurance in force 
in this office amounts to $13,000,000. In 
recent years the lapse ratio has never 
gone beyond 18 per cent and last year 
yore the present popular figure of 

2 per cent. The superintendent in this 
office has inspired the enthusiastic co- 
operation of his staff and particularly 
has enlisted the aid of two of the young 
women assistants in his office. He at- 
tributes the success of his conservation 
plan to the constant education of policy- 
holders in the value of the protection 
they have purchased. The result has 
been that while this office does not write 
as large a volume of new business as 
some others it maintains a position near 
the top among Prudential offices for 
insurance in force and for several years 
has been the ranking office for a low 


lapse ratio. 


NEED TO GET ON GROUND FLOOR 


Jay L. Lee of the Phoenix Mutual 
general agency of Pierce & Lee in Buf- 
falo says that life insurance is having 
to overcome today the handicap of hav- 
ing gone “high hat” a few years ago. 
There was too much concentration of 
agent’s time and attention on the writ- 
ing of big cases and the agent neglected 
the calls on the great mass of the pop- 
ulation in steady positions making from 
$1,200 to $1,800 a year where the ones, 
threes and fives were to be written. 
To write these policies the agent must 
keep up a constant solicitation of many 
people but the results are positive and 
certain. Mr. Lee believes that the 
agent in the ordinary life office should 


be going after his business vigorously 
at this time or he will find that the 
industrial agent has preempted the field. 

When calling on the prospect who 
can buy the larger amounts of insur- 
ance, Mr. Lee says the agent is often 
too solicitous about what the prospect 
thinks of the agent rather than con- 
veying to the prospect that the agent’s 
opinion and the opinion of other men 
about a man’s life insurance estate is impor- 
tant. Many a man has been sold life 
insurance by use of statements like this: 
“If I were to tell you that you were 
married to a $14 a week girl you would 
punch me right in the nose but meas- 
ured by income to your widow that is 
what $14,000 of life insurance means.” 
Many men would be ashamed to have 
it known how much insurance they are 
carrying and the life agent can make 
effective use of this fact. 

* « * 

WATCH MEN RETURNING TO WORK 

Industrial offices are making at this 
time more intense efforts than ever te 
write the workers returning to their 
jobs. There is a recognition that those 
who get this business now have the best 
chance of retaining it during the per- 
iod of prosperity which many believe 
is at hand. Moreover, the industrial 
offices are looking forward to reaping 
a harvest of ordinary life insurance 
from the contacts established as these 
new policyholders attain a more stable 
financial position. 

*¢ 
BEWARE OF “RENEWALITIS” 

An analysis of agents’ records by the 
E. A. Woods agency in Pittsburgh dis- 
closes that a most dangerous period 
for the salesman, who makes a success 
during the first few years, comes at the 
end of about six years after he has en- 
tered the business. The explanation 
probably is that the agent about that 
time gets “renewalitis.” He begins to 
have some steady income from his re- 
newals and he fails to provide a con- 
stant stream of new contacts with that 
same determination and effort which 
carried him through the difficult first 
period. Many an agent after having 
seemingly established himself goes 
down the toboggan after six years be- 
cause he discontinues the strenuous 
work necessary to keep climbing. <A 
case of “renewalitis” if not checked in 
its early stages proves disastrous. 





Increase Seen in Illinois 
in New Business in July 


July life insurance sales in Illinois 
were 6 percent ahead of July, 1932, sales 
and the total of $45,979,000 was $2,975,- 
000 ahead of June, 1933, according to a 
statement by the insurance division of 
the Illinois chamber of commerce. The 
state chamber pointed out that the in- 
crease ‘was the more remarkable be- 
cause it was the first time in 37 months 
that monthly life insurance sales showed 
an increase over those of the previous 
year. It was back in June, 1930, that 
Illinois sales, feeling the effects of the 
rebound following the first wave of the 
depression, showed a 10 percent increase 
over June, 1929, Since that time a series 
of minus signs have characterized 
monthly insurance reports. The state 
chamber considered the report doubly 
heartening as denoting growing confi- 
dence through willingness of buyers to 
shoulder further responsibilities and as 
an indication of a more plentiful supply 
of money for investment purposes. 
Companies reporting gains in Illinois in 








Simansky’s Two Large Cases 
Make Him Leader for July 


By writing two large cases Joseph 
Simansky of the P. B. Hobbs agency 
in Chicago was the leader among the 
Equitable Life of New York field forces 
for July and this production put him 
second in production for the company 
for the first seven months. The two 
cases were annual premium retirement 
contracts, involving annual deposits of 
$20,000 by each of the assureds. 

This production on the part of Mr. 
Simansky was the highlight in the con- 
test of the Hobbs agency, which was 
concluded with a three-day convention 


at Lake Wawasee, Ind., last week. 
Forty-three members of the agency 
qualified. Harold Rossman, agency 


superintendent, and Wade Heavy, field 
instructor, were preseut from the home 
office. 











July totaled 33 percent. 
Illinois was eighth among the 16 states 
reporting July increases over the same 
period one year ago. 


Incidentally, \ 








Big Producer for Aetna 
Life on Chicago Program 

















J. S. MARYMAN 


Through an inadvertence, the like- 
ness of S. Maryman of Little Rock 
appeared in THE NATIONAL UNDERWRITER 
recently over an article about R. S. 
Moore of the Midland Mutual Life and 
the picture of Mr. Maryman was iden- 
tified as that of Mr. Moore. 

Mr. Maryman now appears above, 
correctly labeled. He is on the program 
for the annual meeting of the National 
Association of Life Underwriters in 


Chicago. 
Mr. Maryman was a salesman in a 
general merchandise store in 1916, at 


which time he entered the life business 
with the Aetna Life and has been con- 
tinuously with that company ever since, 
except during the war. Since 1919, his 
production has averaged more than a 
million dollars a year, the largest pro- 
duction being about $2,500,000. He is a 
past president of the Little Rock Life 
Underwriters Association and addressed 
the National Association of Life Under- 
writers in Atlantic City in 1926. 


por Section Penne ew 
Announced for Next Meeting 


The program for the annual meeting 
of the Legal Section of the American 
Life Convention to be held at the Edge- 
water Beach Hotel, Chicago, Oct. 9 and 
10 has been announced by R. F. Baird, 
general counsel Lincoln National Life, 
chairman of the section. 

Chairman Baird will make his annual 
address responding to . address of 
welcome. Judge Byron K. Elliott, man- 
ager American Life Convention, will 
present “A Review of 1933 Life Insur- 
ance Decisions.” A discussion on “Sun- 
stroke as an Accident” will be presented 
by J. F. Finlay, general counsel Inter- 
state Life & Accident, Chattanooga. 

C. Petrus Peterson, general counsel 
Bankers Life of Nebraska, will speak on 
“Emergency Insurance Legislation and 
Mortgage Moratoria—Conflict Between 
Constitutional Limitations and the Po- 


lice Power.” “Acquirement of Title 
Through : Foreclosure and _ Incidents 
Thereto” is the subject of an address to 


be given by Dexter Hamilton, general 
counsel Southwestern Life of Dallas. 

The program for Oct. 10 is as fol- 
lows: 

“Mysterious Disappearances,” F. E. 
Spain, general counsel Liberty National 
Life, Birmingham. 

“The Effect of the Policy Provision 
that in the Absence of Fraud all State- 
ments in the Application Shall be 
Deemed Representations and not War- 
ranties,” J. R. Schindel, general counsel 
Columbia Life, Cincinnati. 

“Analysis and Restatement of the 
Law Relating to Agreements of Rein- 
surance,” C. J. Clover, assistant counsel 
Lincoln National Life. 

“Review of 1932-1933 Legislative and 
Departmental Action,” R. H. Kastner, 
attorney American Life Convention. 








age 25, 1933 


0. J. Arnol Tells” 
of Company Work 








Northwestern National Life Head 
Speaks at the Company’s 
Convention 


TELLS OF ITS POSITION 


Actuary Hale Announces New Read. 
justment Life Policy to Aid the 
Field Workers 


field men and 
members of their families attending the 
largest agency 


Addressing nearly 325 


convention in the com- 


Chicag 
this week, President O. J. Arnold opened 
meeting Tuesday morning with a 
brief review of the performance of life 
insurance during the final phases of the 
depression and painted an encouraging 
picture of the future both for business 
as a whole and for Northwestern Na- 
tional Life. 

President Arnold's address climaxed 
the session which was also marked by 
the announcement of a new rate book 
and a new policy. Following luncheon 
the afternoon and even of the first day 
were devoted to a tour of the World’s 
Fair grounds. Another business ses- 
sion was scheduled for Wednesday with 
additional visits to the fair grounds oc- 
cupying the remainder of the program 
climaxed by a luncheon Friday noon 
at which members of the “1933-34 Big 
Ten” are to be guests of honor. Bert 
E. Williams, leader of the “Big Ten” 
acted as honorary chairman of the open- 
ing session. 


pany’s history, in session in 


the 


President Arnold’s Address 


In his address Mr. Arnold pointed out 
that Northwestern National Life was the 
only company with over $200,000,000 of 
insurance in force at the end of 1932 to 
show a gain in its insurance account in 
that year, and that during the first six 
months of 1933 it increased its new 
aye exclusive of group insurance 

5 percent as compared with the same 
mn A in 1932, while the business of all 
companies as a whole showed a decrease 
of 19 percent. 

“An encouraging sign,” President Ar- 
nold said, “is that this year the amount 
of cash disbursed by the company for 
policy loans has steadily decreased. Im- 
provement in this item has been so 
marked that current monthly payments 
are running at approximately 30 percent 
of what they were in the correspond- 
ing months of 1932, which was the pe- 
riod of peak demand. Repayment 0! 
policy loans has also been an important 
factor throughout 1932, and under the 
partial repayment plan a steady in- 
crease has been noted until in July the 
amount repaid was practically 50 percent 
of the amount loaned. It is significant 
that the total amount of policy loans out- 
standing on December 31, 1932, was $10,- 
838,063, while six months later on June 
30, 1933, the total was $10,542,844, 4 
reduction of nearly $300,000.” 


Northwestern National’s Position 


Regarding the company’s financial po 
sition, Mr. Arnold pointed out that 
has sold no assets to realize cash; 74 has 
borrowed no money from the R. C 
or elsewhere; it has met eeiececstel 
demands from its normal, regular 
sources of income; it has not in am) 
respect availed itself of the average 
values allowed by the National Conven- 
tion of Insurance Commissioners; it has 
improved its liquid position, the pe™ 
centage of its cash and United States 

(CONTINUED ON PAGE 8) 
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Finding Good Investments 
One of Greatest Problems 





PRESIDENT LINTON’S VIEWS 


Provident Mutual President Expresses 
Confidence at Agents’ Convention 
in Chicago 


One of the principal problems of com- 
pany officials today is to find high grade 
investments, President M. A. Linton of 
the Provident Mutual told agents at the 
company’s convention in Chicago this 
week. Indications are there will be 
lower interest rates for several years. 
The yield on bonds is low. He said 
generally, however, investments are 
standing up remarkably well. 

He said advance in market values and 
securities has made it possible for the 
Provident Mutual to show $11,000,000 
surplus over all liabilities, even if invest- 
ments were valued at actual market in- 
stead of the commissioners’ valuation 
basis. Market values a year ago repre- 
sented a depreciation of 15.3 percent of 
book values, but present market values 
constitute only 6.8 percent depreciation. 


Sale of. Annuities Increases 


The Provident has had a great in- 
crease in sale of single premium annui- 
ties, this rising to 160 percent in 1933 
for straight life and 28 percent increase 
for deferred annuities. 

Cancellations are continuing on an un- 
usually high level. Insurance in force 
declined 3 percent in the seven months 
this year, thus standing at the same 
point as at the start of the depression. 
Mr. Linton predicted that his company 
would produce more business next year 
than in 1933. 

Only 4 percent of the Provident’s in- 
vestments are in farm mortgages. The 
total real estate held, including farms, 
represents only 3.5 percent of invest- 
ments, whereas in 1899, when money 
was made on the properties, the figure 
was 5.2 percent. 

The bond list is holding up remark- 
ably well, he said. There has been a 
higher rate of default in 1933, yet the 
Provident has received 97.7 percent of 
all bond interest and principal payable 
the first of the year. 


Came Out Well on Disability 


The Provident has had the distinction 

of not losing money on its disability 
coverage as compared with the gener- 
ally heavy losses of most companies in 
this field in the past. 

There are three causes of death above 
normal this year, Mr. Linton said, cir- 
culatory diseases, cancer and suicide. 
Selection is an unusually difficult prob- 
em now. Mr. Linton reported claims 
on disability are lower this year and 
recoveries are running about the same. 
“ he company since it introduced the 
5 ater policies has written about 
“0 percent of all issues on this form 
‘rom the period April to July inclusive. 
Mis is an ordinary life, low rate con- 
tract. The average policy has been run- 
ning 37,900. The “Provider” contract, 
an income endowment form, has ac- 
counted for about 10 percent of all is- 
Sues and is averaging $7,000 per con- 
tract. 





Challenge Air Programs 


b The attorney general of Ohio has 
ten asked to give a ruling as to the 
Standing of life companies from other 
— which advertise over the radio 
without complying with Ohio insurance 
- ~ respect to filing a deposit with 
nod State, submitting reports, etc. A 
the — opinion was given out by 
ia department that such ad- 
~ Mg 1s a violation of Ohio laws. 
hoe mr 20 of the radio station an- 
nome that the program would be 
ithdrawn until an official opinion has 

















been re 
een rendered by the attorney general. 

















R. 8S. MOORE 


Above appears the true likeness of 
R. S. Moore, home office field supervisor 
of the Midland Mutual Life of Colum- 
bus, who is to address the convention 


of the National Association of Life 
Underwriters in Chicago. A sketch of 
Mr. Moore’s career appeared in THE 


NATIONAL UNDERWRITER recently, but the 
photograph of J. S. Maryman was erro- 
neously used in connection with the 
article. 


Issues “Detroit Dynamo” 
George E. Lackey, Detroit, general 
agent of the Massachusetts Mutual, has 
brought out the first issue of the “De- 
troit Dynamo,” which is designed to 
generate ideas for the 50 agents asso- 
ciated with this agency. 
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Moratorium Restrictions to 
Be Removed in New York 


DANGER SAID TO HAVE GONE 


Normal Condition Now Felt to Have 
Arrived and Companies Desire 
to Be Free 


NEW YORK, Aug. 24.—It is gener- 
ally known here that the New York 
department intends to lift all morator- 
ium restrictions on life insurance loans 
and surrenders early next month, prob- 
ably Sept. 9. Superintendent Van 
Schaick felt that these restrictions could 
be removed early in August. However, 
in deference to some of the other de- 
partments that wanted some leeway and 
time, it is understood that New York 
agreed to delay a month. As a matter 
of fact, all the companies operating in 
this state are paying loans and surren- 
ders as usual with few exceptions. The 
companies have the money and feel 
there is no need for any further ban to 
be placed on them. 

Reports indicate that the call for loans 
and surrenders is now normal and there 
is no fear that there will be further de- 
mands of so unusual a nature as during 
the past few years. Some company ofh- 
cials have felt that the moratorium re- 
straint might be allowed to die a nat- 
ural death and no action taken. How- 
ever, in order to clear the decks the de- 
partments evidently feel that there must 
be an official end put to the limitations 
imposed. From all that can be learned 
here companies throughout the entire 
country do not fear any onslaught from 
now on. They believe that the worst ts 
over and that the people now are con- 


vinced the life companies intend to 
meet their obligations without delay. 
The emergency that arose called for 


action and it was taken in a logical way. 











and personal producers 
from his own and from 


weeks in a month. 


out wrong. We 


munity. 


without prospects.” 


Independence Square 





Daily Dose:6 to 16 | 


One of the most successful General Agents 


ence, said this to a group of novice Agents: 


“There is no short cut. 
people a day, for six days in each week, for four 
If you do that you are bound to | 
learn to write insurance, because you will find that 
to each person you can tell your story just a little 
better than to the previous one. 
want to go after the big fellows. 
But there are so few of them in any ordinary com- 
Put them on your list, but let most of your 
prospects be of the medium class and even some who 
are not even medium class. 


And to draw the most from those six to sixteen 
daily interviews, have at your tongue’s end two 
or three organized sales talks put together by 
expert sales managers or life underwriters, and 
tested in a conclusive number of cases. 


> 


THE PENN MUTUAL LIFE INSURANCE CO. 


WM. A. LAW, President 








in the South, speaking 
almost universal experi- 


See from six to sixteen 


Most 


of us start 


Then you will never be 


Philadelphia 




















Continued Increases in 


Production Are Reported 





August production of the Continental 
Assurance of Chicago in ordinary life 
business shows a 35 percent increase 
over any previous month for more than 
a year. 

e 28 

The Washington National of Chicago 
reports that during the first six months 
there were revived one and one-half 
times as many ordinary life policies as 
had lapsed in the corresponding period 
of 1932. 

x * * 

A. B,. Olson, manager of agencies for 
the Bankers Life of Nebraska, says May 
was the turning point in new production 
for this year. The anniversary drive in 
May yielded more business than had 
been written in any month for two and 
a half years. June just held its own, 
but in July, new business was 35 percent 
greater than in July, 1932. Mr. Olson's 
plans call for $1,000,000 a month new 
business for the remainder of the year. 


x * * 
The G. W. Schoeffel agency of the 
Union Central Life in Portland, Ore., 


reports an 8 percent gain in net paid- 
for-business for July over June. This 
marks the seventh consecutive month in 
which this branch has shown gains and 
brings its 1933 total for seven months 
to 21 percent above the same period last 
year. 
* * * 

The Aetna Life general agency at 
Tacoma, Wash., which was established 
Jan. 1, 1930, is showing a _ constant 
growth. For the first seven months of 
1933 the paid-for business was 31.25 
percent greater than the corresponding 
period for 1932. This represented an 
increase in number of applications of 15 
percent. The average size application 
for 1932 was $4,300 and for the corre- 
sponding period in 1933, $4,900, 

x * * 
Accident of 
five-day 


& 


on a 


Life 
gone 


The 
Chattanooga 
week basis at the home office. Presi- 
dent Johnson states that the business 
in the past nine weeks is larger than for 
any similar period in the history of the 
company. 


Interstate 
has 


* * * 


J. P. Mulder, Seattle, general agent 
Mutual Life of New York, reports that 
the July business in western Washing- 


ton was triple that of the same month 
in 1932, and that the agency is $300,000 
ahead of last year for the first seven 
months. 

* * * 

The price offered by H. G. Scott, ex- 
ecutive vice-president of the Reliance 
Life, for the greatest increase in busi- 
ness produced was awarded by Angus 
Allmond, agency director for the west- 
ern division, to the southwestern branch 
at San Antonio, headed by L. A. Hanley. 
This division showed an increase the 
last week of the contest of 700 percent. 


Clark Wins Point on Salary 

DES MOINES, Aug. 24.—E. W 
Clark, Iowa commissioner, suing State 
Comptroller C. B. Murtagh in man- 
damus to compel payment of his offi- 
cial salary, was successful in a motion 
to strike portions of the defendant's an- 
swer. On Mr. Clark’s motion, the court 
eliminated eight counts set up in de- 
fense but overruled the motion as to 11 
others. 


Hughes Scheel Beard Head 


Col. J. W. F. Hughes, general agent 
of the Northwestern National Life in 
Kansas, has been elected president of 
the school board in Topeka. He has 
been a member of the board for two 
years, serving as chairman of the com- 
mittee on buildings and grounds. He 
has been prominent in the Kansas Na- 
tional Guard for many years 
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National advertis- 


ing opens the door and makes 


the introduction...a planned 


interview guides the presenta- 


tion and keeps the prospect's 


mind on the track...a tested 


sales talk makes the policy 


tangible...desirable. That’s 
how “Merchandised Selling” 


works! 


Dhe 


UNION CENTRAL LIFE INSURANCE 


Company 


CINCINNATI, OHIO 








Production in July Is 
Decidedly on Upgrade 








The Life Insurance Sales Research 
Bureau’s statistics on ordinary life in- 
surance for July show a decided upward 
trend in insurance sales during the 
month. The volume paid for in July 
was 96 percent of the July, 1932, sales. 
This represents the best monthly expe- 
rience since January, 1932. The general 
improvement was reflected in every sec- 
tion of the country. With the exception 
of New Mexico, where conditions re- 
mained about the same, every state 
showed an improvement in July over the 
first six months’ figures. 

In the New England section sales 
gained 6 percent in July as compared to 
July, 1932. Three states in this section, 
Connecticut, Massachusetts, and Maine, 
contributed increases. In both the north 
and south east central sections of the 
country, also, sales exceeded those of 
last July. Out of the 48 states and the 





District of Columbia, for which figures 


| are received, 17 states showed gains for 
_ the month compared to last July. 


The figures given below for the 
month and for the first seven months of 
1933 show the trend in sales. In every 
section the monthly figures represent a 
much better experience than the seven 
months, indicating an upward trend. 

Seven 
Mos., 1933 
July, 1933 Compared 
Comp.to to Seven 
July, 1932 Mos., 1932 
Percent Percent 
81 


United States Total... 96 

New England ........ 106 88 
Middle Atlantic ...... 86 80 
East North Central... 101 81 
West North Central... 98 84 
South Atlantic ....... 96 78 
East South Central... 122 90 
West South Central... 99 85 
MEOGMORER cc ccvccevces 91 75 
PUD c-cecss 6 nesences 99 79 

CITIE 

BOGART. ccccvcecccessecs 110 87 
RD. s6ddsnesosvas 115 86 
OO are 78 78 
EPENGEE sccecccessesaus 100 7 
BOO AMMGIGE 2c ccesccs 90 80 
Res 76 75 
Philadelphia ......... 93 78 


Be, SE a0 44 cee nantes 106 90 


Insurance Counsel in Session 
at Chicago Annual Meeting 





The annual convention of the Inter- 
national Association of Insurance Coun- 
sel is holding its annual meeting this 
week at the Stevens hotel starting 
Thursday. G. W. Yancey of Birming- 
ham, Ala., is president and J. A. Millener 
of the Columbian Protective of Roches- 
ter, N. Y., is secretary. Attorney R. F. 
Hunter of Chicago gives the address of 
welcome and the response will be made 
by W. R. Mayne of St. Louis. There 
will be reports of various committees 
Thursday morning and there will be one 
address by G. H. Brown of Utica, N. Y., 
former supreme court justice of New 
York state, who will talk on “Jury 
Psychology.” There will be sessions 
Friday and Saturday morning. The Chi- 
cago local committee consists of R. F. 
Hunter, chairman; Paul E. Price, R. G. 
Rowe, Lumbermen’s Mutual Casualty; 
Edward St. Clair, North American Acci- 
dent; B. P. Sears, National Life, U. S. 
A.; C. R. Holton, Great Northern Life; 
L. A. Stebbins, A. J. Ryan, W. H. Eck- 
ert, H. L. Ekern, Paul E. Keller, A. S. 
Lytton, D. B. Maloney and N. A. Nel- 
son of the Old Republic Credit Life. 
The Chicago Insurance Lawyers Club is 
handling the local arrangements, all the 
committee being members. 


G. Fraser Webster Is Manager 


G. Fraser Webster has been made 
manager of the Rochester territory of 
the Fidelity Mutual Life. A native of 
Chicago Mr. Webster after two years’ 
service in the war was supervisor in 
the veterans insurance bureau in Wash- 
ington for four years and in 1923 en- 





tered the life business. 











Business Is Much Better 
This Year, Boileau Declares 





GIVES RESULTS OF JOURNEY 





Penn Mutual’s Agency Superintendent 
Finds General Confidence, Eager- 
ness to Aid Administration 





Improvement in business is causing a 
stir among the life agencies of the coun- 
try. There has been a decided upward 
trend in the last three months, which 
life insurance men credit to the new 
deal, according to Superintendent oj 
Agencies Wallis Boileau, Jr., of the 
Penn Mutual. Mr. Boileau was in Chi- 
cago this week on an agency tour. 

“We have always felt that the life in- 
surance business is a barometer which 
indicates the general business trends be- 
cause it touches upon and draws every 
side of financial, commercial, agricul- 
tural and industrial activity for its own 
sustenance and growth,” he said. “li 
we accept this view, then there is every 
justification for the belief that general 
recovery has definitely begun. As an 
illustration of this, it may be pointed 
out that for the month of December, 
1932, the life insurance production 
dropped to 67 percent of December, 
1931. This was the climax of a steady 
decline throughout the year from a rela- 
tively high production ratio in the first 
two or three months of 1932. 


Steady Progress Recently 


“With the new year the rate of de- 
cline showed up, and notwithstanding 
the relatively good production in the 
early months of 1932, the ratios have 
slowly but steadily been climbing up- 
ward this year, with notable changes 
for the better in May, June and July. 
This, of course, is confirmative to us 
of the fact that general trends are now 
definitely upward, and we look for con- 
tinued progress during the remainder 
of the year. 

“This feeling is not based on the more 
or less spectacular rises and improve- 
ments in certain specific activities, with 
which we are all acquainted, for no one 
industry or small group of industries, 
has sufficient power within itself to 
raise the general level of life insurance 
production, The upward swing must 
be widespread and fundamental, and 
have its roots in returning confidence 
of the people as a whole—as well as 
in returning benefits which are either 
present or plainly visible. 

Trip Gives Him Confidence 


“No one can go around the country 
without reaching the conclusion that 
both confidence and benefits are on the 
way upward, coupled with a general 
eagerness to cooperate with the admin- 
istration at Washington, to be not to 
critical of seeming errors made under 
terrific pressure and strain, and to seek 
the good and use it rather than to find 
the weak spots and punch holes in 
them. 

“One would be foolish to believe that 
the road ahead has no rough spots and 
mud puddles. There will probably be 
plenty of them—but one would be 
equally foolish not to recognize the 
gains that have actually been made and 
to take enthusiastic encouragement 
from them.” 





Discuss Direct Mail Plans 

As a preliminary to launching of a 
vigorous direct-by-mail campaign for 
new business by the George E. Lackey 
general agency of the Massachusetts 
Mutual Life in Detroit, William Han- 
nah, manager of the direct mail depart- 
ment of the company, addressed the 5! 
associates of the agency on “Direct 
Mail Advertising.” He also conducted 
a question box on this subject, answer 
ing a number of queries fired at him by 
the agents. 
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Advertising Men Prepare 
For Their New Association 


STEERING COMMITTEE NAMED 





Group of Life Insurance Publicity Di- 
rectors Will Meet in Chicago 
Next Month 


HARTFORD, Aug. 24.—Formation 
of the long-promised life advertisers as- 
sociation advanced several steps nearer 
with the anouncement by K. H. 
Mathus, Connecticut Mutual, of the ap- 
pointment of a general steering com- 
mittee to carry on life insurance adver- 
tising activities pending organization at 
the Edgewater Beach hotel, Chicago, 
Sept. 25-27. : 

The steering committee consists of 15 
members, each of whom, in addition, 
has certain specific duties to perform, as 
follows: Bert N. Mills, Bankers Life of 
lowa, chairman constitution committee; 
C. T. Steven, Phoenix Mutual, consti- 
tution committee; Clifford Elvins, Im- 
perial Life, Canada, constitution com- 
mittee; R. G. Richards, Atlantic Life, 
constitution committee; Stephen 
Swisher, Equitable of Iowa, chairman 
nominating committee; T. J. Hammer, 
Protective Life, nominating committee; 
T. M. Rodlun, Acacia Mutual, nominat- 
ing committee; N. D. Phelps, North- 
western Mutual, chairman hotel and 
registration committee; Bart Leiper, 
Pilot Life, temporary secretary; C. C. 
Fleming, Life Insurance Company of 
Virginia, temporary treasurer; S. \ 
Gamble, Volunteer State Life, chairman, 
program committee; Jerome Young, 
Monarch ‘Life, chairman, exhibit com- 
mittee; Rex Magee, Lamar Life, advis- 
ory committeeman; R. C. Budlong, 
Northwestern National, advisory com- 
mitteeman; K. H. Mathus, Connecticut 
Mutual. 

According to a statement by Mr. 
Mathus, an invitation to attend is ex- 
tended to all members of life insurance 
home offices who are interested in life 
insurance advertising, direct mail, sales 
promotion and conservation. 


New Manager at Cincinnati 


R. G. Leuzinger Is Taking Charge of 
That Office for the Phoenix 
Mutual Life 


D. S. McCandless, manager of the 
Cincinnati agency of the Phoenix Mu- 
tual Life, has been transferred to Chi- 
cago where he will engage in personal 
production with the agency there. As a 
former salesman in this agency in 1928 
and 1929 he produced over $250,000 a 
year. R. G. Leuzinger succeeds Mr. 
McCandless at Cincinnati. He has had 
two and a half years training with the 
company. He joined the St. Paul 
agency in January, 1931, as a salesman, 
and showed ability as a sales organizer. 
In March, 1932, he was appointed su- 
pervisor. He has attended the home of- 
fice supervisors’ school. 


New England Readjustment 


Mutual Life of New York Announces 
New Arrangements Affecting 
Several Offices 


The Mutual Life of New York has 
rearranged the northern and _ central 
wey England territory staff, effective 
Jct. 1, 

_Under the revised plan Vermont and 
New Hampshire, now covered by the 
»pringfield, Mass. agency, will comprise 
a new field with headquarters at Man- 
chester, N. H. The Providence agency, 
heretofore controlled from Worcester, 
will be directed by a resident manager, 
the Worcester agency being discon- 
tinued and its territory added to that 





of the Springfield office. Following its 
long established practice of making 
managerial appointments from its own 
personnel, the company has named H. 
S. Manthe, manager of the Springfield 
agency in succession to R. W. Cheney, 
who will retire from active business. 
His territory will embrace the counties 
of Berkshire, Franklin, Hampden, 
Hampshire and Worcester. 

J. A. Lanigan will be manager of the 
new agency at Manchester, with office 
in the Amoskeag building. J. J. Ferre, 
who for some years represented the Mu- 
tual Life in both Worcester and Provi- 


dence, will henceforward center his 
managerial work in Rhode Island. 
Both Mr. Manthe and Mr. Lanigan 


have been associated with the company 
for a considerable time, each starting 
at the head office in New York, subse- 
quently going into the field in different 
sections of the east. 


Testimonial for Jenkins 


A testimonial luncheon in honor of 
John Jenkins of Jamestown, N. Y., who 
has just completed 25 years of continu- 
ous service as a life man, was given him. 
Members of the Jamestown Life Under- 
writers Association sponsored the event, 
at which T. M. Palmer presided. O. N. 
Rushworth was chairman of the com- 
mittee on arrangements. 








Life Company June 30 Figures 








(As filed with the Georgia insurance department) 


Company 

Aetna Life 
Afro-American, 
American Life, 
American National, 
Connecticut Mutual 
Conservative, W. 
Credit Life, O............ 
Franklin 

Guarantee 
Gulf Life seseceeee 
Jefferson Standard ...... 
Kansas City 
Life of Virginia.......... 
Manhattan Life 
Massachusetts Protective. 
Morris Plan 
Mutual Life, 
National Life & 
National Life, U. S. A.... 
New England Mutual..... 
New York Life........... 
Northwestern Mutual 

Old Republic Credit...... 
Pacific Mutual 
Pan-American 
Paul Revere 

Prudential 
Rockford 
Shenandoah ......es.5-. 
Southeastern Life 
United Benefit 
United Mutual, -“ 
Geo. Washington Life.... 
Washington National 


Mutual 


Capital 

15,000,000 
150,000 
322,045 
2,000,000 
325,000 
100,000 
250,000 
350,000 
1,000,000 
1,000,000 
5,000,000 
100,000 
300,000 
462,500 
3,000,000 
1,000,000 
200,000 
5,082,000 
1,000,000 
400,000 
2,000,000 
200,000 
500,000 
200,000 
300,000 
25 0, 000 
600,000 





1,689,191 
1,116,170,932 
34,839,430 
7,442 
282,489,077 
1,995,333,106 
1,003,736,616 
580,615 
195,029,838 
28,618,798 





666 
4 3,123 
7,153,592 
5,141,900 


2,520,795 





ts 


ome 


,710,7 


3,987,2 
,750, 
116,7 
192, 
»175,2 
232,3 
019, 
270, 
,079, 
569, 
718, 
,819 


404 


,420 


,169 
3,967 
5,816 
9,801 


986 
,119 
,690 
402 
,207 


164 


3,857 


5,884 


,649 


091 
770 
,091 
.936 
,345 


Disbursements 
58,654,049 
263,578 

127,080 
5,736,725 
18,832,804 
646,296 

58,126 

3,615,016 
2,219,846 
666,331 
7,175,137 
.612,296 
,567,211 
944,477 
276,602 
233,842 
115,680,836 
6,501,889 
4,845,677 
26,547,165 
158,000,267 
85,550,019 
139,321 
17,007,757 
3,541,309 
193,168 
282,318,511 
271,338 
1,162,335 
533,876 
522,037 
1,943,994 
539,427 
2,478,043 
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Program for International 


Claim Session Announced 








What Is 


“The Dixie Special?” 
Taylor, Cavanaugh, Clark, Rossiter and 


Smith Among Speakers 
MEN Listed “THE DIXIE SPECIAL" is the 


Jefferson Standard's new life 


TO MEET AT ATLANTIC CITY 








The International Claim Association cneurance policy, designed to 
announces the program for its annual 


k meeting, to be held at the Traymore meet the times. 
O ac O or Hotel, Atlantic City, Sept. 11-13. 


The program this year is constructed 
around the theme: “Some of the Causes a a 
of Troublesome Claims.” T. F. Hickey, THE DIXIE SPECIAL" is an 
Metropolitan Life, president of the asso- 
ciation, says the discussion pertaining to 


Ordinary Life Policy with a low- 


the — adopted is expected to -_ ered premium scale during the 
to valuable suggestions as to ways an . 
B. M. A. men are going back to work with means of eliminating some of the causes first five years. Under this plan 
of troublesome claims. a 
old-time enthusiasm. Not that they have been Governor Moore of New Jersey will you may secure adequate life 
. . . be present and address the association. . . 
laid off—but there was something contagious Mayor Bacharach of Atlantic City will insurance protection at a very 
in the trend of unemployment that had its oeiver a woteoming address. saad low initial cost . . . and ata 
é resses so tar arrange or include: . = 7 = 
effect on the morale of salesmen. “Elimination of Some Legal Difficul- "convenient" premium outlay 
ties from Troublesome Claims,” J. C. . 
Smith, of Smith, Wharton & Hughes, during the next few years. The 
—— N. are — Cart First Premium for a $5,000.00 
“Troublesome aims from arbon A 
With the change in business activity, plus the Monoxide,” Dr. F. S. Rossiter, chief policy, at Age 35, is only 
P . . P surgeon, Carnegie Steel Co., Pittsburgh. 
right-up-to-the-minute sales aids this Company “Seeing the Other Side,” C. G. Taylor, $44.65. 
has provided to meet present-day conditions, vice-president Metropolitan 
B. M. A. men are enthusiastically going back to “Fraudulent Claims and Their Costs,” “THE DIXIE SPECIAL" was 
W. P. Cavanaugh, manager claim de- ’ 
work—with the result that last month was the partment, —— Bureau of Casualty introduced to the public on 
: & Surety Underwriters. ss : 
biggest month of the year. “Some Causes of Complaints to Insur- August |, 1933. It is filling a 
ance Department,” R. M. Clark, deputy : . 
superintendent New York department. very definite present day Life 
. Various oe ‘a Re Insurance need. The Com- 
; : eing arranged. Golf will be provide : é 
In line with the NIRA, B. M. A. men have on two courses. A golf tournament will pany's sales on this special plan 


be held at the Seaview Golf Club, Abse- 


shifted to the offensive, and are going back to con, N. J., where tennis courts will also 


during the first three weeks of 





work, better equipped than ever before to offer be at the disposal of members. August totaled approximately 
the most complete line of personal insurance Meet on Convention Plans $1 ,675,000.00. 
available. New salesmen are being added in Chairmen of committees of the Chi- 
: . : . cago Association of Life Underwriters 
each of the 30 states in which this Company for the National association convention Ask a Jefferson Standard 
ates — to ca to the citizens of those there met Thursday to report. H. T. " 
ope —v 3 Wright, associate manager Equitable of Man about “THE DIXIE SPE- 
states the message of protected incomes under New York, gave a lunch for his com- CIAL." 
e ‘ Ith mittee which has charge of the recep- y 
Life-Accident-Health Insurance. .......... tion and ball set for Sept. 27 at the 
Stevens hotel. I. B. Jacobs, chairman 
of the press commttee, reports it is 
functioning smoothly and plans are out- — ° 
lined for the widest publicity. It is pro- This is one of a series 
“ : ” posed to hold a breakfast Sept. 26 for of advertisements featur- 
It Pays All Ways the members of the press. Frederick . li THE 
Bruchholz, chairman of the committee ing our new polcy-—— 
on special guests and invitations, has DIXIE SPECIAL. 
been assigned direction of the special 
host committee. 











At a special meeting of the executive 
committee of the Chicago Association 
the decision was made that no non- For information about agency 
member of that association would be ad- 
mitted to any national convention activ- openings, address 
ities. J. R. Hastie, associate manager 
WE DO OUR PART te of New York in Chicago and 
chairman of the billboard committee, 
. memes over 50 of these have been A. R. PERKINS 
e underwritten by various agencies and 
Business Men ~~ companies. They will feature the na- Agency Manager 
tional convention and draw attention to 
the life insurance exhibit in the Century 
of Progress exposition. : \ © 


Assurance Compan Would Bar Part-Timers 
P y To eliminate ee aie and Jefferson Standard 











. ” = to comply with the spirit and provisions ° 
Kansas City, Missouri of the National Recovery Act, the Fort , Life Insurance 
Worth (Tex.) Managers Association C 
. adopted a resolution, requesting the 
W. T. Grant, President companies to cancel all part-time ompany 


agents’ contracts now in force in that . 
city within 90 days. It was also agreed JULIAN PRICE, President 
that hereafter no part-time contracts 4 
shall be made in Fort Worth by any Greensboro, North Carolina 
member of the association. Thirty man- 
le agers attended the meeting. 
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August 


Sue to Force Missouri State 
to Accept Home Loan Bonds 


GET TEMPORARY INJUNCTION 


Texas Man and Woman Halt Foreclos- 
ure Under Mortgage—Continental, 
Prudential in Line 


Suit brought at Dallas by W. D. 
Trotter and his wife to compel the 
Missouri State Life to accept bonds of 
the Home Owners Loan Corporation in 
settlement of a first mortgage on their 


home is being closely watched. District 
Judge Watkins of the state court at 
Dallas issued a temporary injunction 


Aug. 18 restraining the company from 
proceeding with foreclosure of the 
property scheduled for Sept. 5. The case 
was set for hearing Sept. 9. 

The Trotter suit is said to be the first 
of its kind in the country involving a 
life company. The Trotters charged 
they attempted to refinance their mort- 
gage through the loan corporation in 
Dallas, and the Missouri State, through 
the James N. Tardy Company, its Dal- 
las real estate loan agent, refused to 
accept the corporation’s bonds in ex- 
change for the mortgage. 

The Missouri State has established 
no hard and fast rule in regard to ac- 


ceptance or rejection of the corpora- 
tion’s bonds in settlement for mort- 
gages on homes, but has considered 


each case individually. An official said 
the company was anxious to cooperate 
with home owners in working out of 
their financial difficulties and would as- 
sist them when possible to do so with 
safety. 

The Continental Life of St. Louis has 
announced its decision to accept the 4 
percent bonds of the loan corporation in ex- 
change for $110,000 mortgages on St. 
Louis and St. Louis county properties 
on mortgagors who have applied to the 
St. Louis office of the federal corpora- 
tion for loans. 

Redick O’Bryan, general counsel in 
Missouri for the federal corporation said 
the Prudential also has agreed to ac- 
cept the 4 percent bonds in settlement 
tor mortgages. He said that of the 
3,400 home owners who applied for loan 
from the corporation approximately 600 
mortgage holders on the properties have 
agreed to accept the bonds in exchange 
tor the mortgages. 


Cash Value Claims on the 
Policies of the Illinois Life 





W. F. Poorman, vice-president and 
actuary of the Central Life of Iowa, 
which took over the Illinois Life, in 
commenting on an answer in a recent 
issue to an inquiry as to what a policy- 
holder of the Illinois Life would receive 
if he would file his claim for cash value, 
says: 

“Your article states that if a policy- 
holder files claim with the receiver he 
can expect to receive 30 percent of his 
cash value, whereas actually he will re- 
ceive between 10 and 15 percent. This 
Is In accordance with Paragraph 53 of 
the contract, which provides that the 
assets of the Illinois Life shall be ap- 
Praised upon a cash liquidation basis. 
From this appraisal will of course be 
deducted the expenses of the receiver- 
ship and any preferred claims. After 
deducting these items from the cash 
liquidation value the dividend percent 
will be found. It is our feeling that 
Over a period of years two to three 





DYNAMIC SHORT COURSE 


Designed to put a new man into production upon a service 
dasis at end o 


hree days. Price $3.00 cash with order: f 


f : 
tnd if complete plans are followed and you are not satis! 


Insurance R & R Service 


Indianapolis, Indiana 











be realized from 
be obtained from 


times as much can 
these assets as can 
the cash liquidation. The Central Life 
will, of course, be able to administer 
more economically than would be pos- 
sible should they continue in the re- 
ceivership.” 


Commissioner Clark Denies 
Receiving Foresters’ Money 


DAVENPORT, IA., Aug. 24.—Sep- 
arate answer of Commissioner Clark of 
Iowa in a conspiracy action brought 
against him and several officers of the 
Fraternal Brotherhood of America of 
Mason City, Ia., involving alleged pay- 
ments of large sums of money by the 
Independent Order of Foresters, follow- 
ing a merger of the two fraternals, was 
filed in district court here. 

In denying categorically the allega- 
tions that he received any money from 
the Independent Order of Foresters, or 
any other insurance company, while in- 
surance commissioner, or had _ been 
promised anything, Commissioner Clark 
asked dismissal of the action as to him- 
self. 

He stated that he was unaware of 
any contracts for payment of moneys 
by the Foresters to officers or directors 
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of the brotherhood until after the mer- 
ger, when being apprised of rumors to 
that effect, he dispatched a member of 
his departmental staff to Toronto, Can., 
home of the Foresters, and there learned 
details. 

Consequently, he said, he took the 
facts up with the officers concerned, 
and an investigation was started by the 
insurance commissioner in Canada. 


Agency Meeting in Indianapolis 


An agency meeting was held by the 
National Life of Des Moines in Indian- 
apolis. President William Koch was 
present from the home office. Commis- 
sioner H. E. McClain, F. M. McWhirter, 
president Peoples State Bank of Indian- 
apolis, and M. B. Oakes, Insurance Re- 
search & Review, were also present and 
made brief talks. Manager C. F. Cope- 
land, who presided, has represented the 
National Life in Indianapolis for over a 
quarter of a century. 


To Revise Advertising Draft 

Pursuant to a vote of the executive 
committee of the Insurance Advertising 
Conference, President S. F. Withe has 
appointed the following committee to 
draft a new constitution and by-laws to 
be presented at the annual meeting at 
Briarcliff, Sept. 25-26: Frank Price, Pru 





American Central Girls 
Active in the Campaign 





One of the unusual features of the 
1933 sales program of the American 
Central Life of Indianapolis, lies in the 
fact that it enlists energetic cooperation 
between the agent and a member of the 
opposite sex described as his “American 
Central Girl.’ She may be his wife, 
mother, sister, fiancee—in fact, the field 
man may officially nominate anyone 
who is keenly interested in his success 
as a life salesman and who is willing to 





prove it by aiding in his prospecting 

C. L. girls who engage in active, 
systematic prospecting by submitting at 
least ten prospects’ names for direct 
mail circularization by the home office 
during 13 consecutive weeks, and whose 
agents produce one or more applications 
each week during the same period, are 
given special awards in recognition of 
| their interest and cooperation. The 
agent, too, is suitably rewarded. 


Murphy, Pan 
Phoenix 
American 


Rickerd, 


chairman; John 
American Life; C. T. Steven, 
Mutual Life; H. E. Taylor, 
Fire of Newark, and C. E. 
Standard Accident. 


dential, 











ORGANIZED SELLING METHODS 


mean complete “tools and success 
for the “Man on the Street’ 
who is willing to pay the price 


in consistent hard work 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 











8 


THE NATIONAL 





UNDERWRITER 


August 25, 1933 








O. J. Arnold Tells 
of Company Work 





(CONTINUED FROM PAGE 2) 


government bonds having been in- 
creased from 10.9 percent as of Decem- 
ber 31 to 13.6 percent as of June 30. 

“Exemplifying ithe company’s strong 
financial position,” Mr. Arnold said that 
if every policyholder had demanded the 
cash and loan value of his policy on 
Dec. 31, last, its bonds alone, sold at 
their market value as of that date, would 
have come within $391,531 of meeting 
these demands. In addition to these 
bonds, of course, it had assets valued 
in excess of $28,000,000. 


Not Result of Chance 


“The exceptional financial position is 
not the result of chance,” said Mr. Ar- 
nold, “but is due to many years | of con- 
tinuous capable management.” The 
Northwestern National has a board of 
directors composed of leaders in the 
business world each independent of the 
other, directing its affairs solely in the 
interests of its policyholders. 

Mr. Arnold pointed out that the 
Northwestern National Life anticipated 
by nearly two months the President's 
program of re-employment by shortening 
its office hours and adding 15 employees 
to its home office staff on June 1, not- 
withstanding the fact that prior to that 
date it was employing more people than 
in 1929. 

A welcome to Chicago was extended 
on behalf of the five Chicago offices by 
Hugh B. Keck, senior general agent 
in that city. H. G. Hewitt, manager 
of the Texas agency, responded for the 
out of town guests. 


New Policy and Rate Book 


J. Stewart Hale, actuary, then an- 
nounced the new rate book and the new 
policy. Several outstanding changes 
and imprevements have been made in 
the rate book’s contents and arrange- 





ment, perhaps the most important being 
the separation of its contents into four 
main divisions, (1) participating policies, 
(2) guaranteed premium reduction poli- 
cies (participating after 10th year), (3) 
non-participating policies, and (4) in- 
structions to agents. The book is care- 
fully indexed. 

The new policy is the readjustment 
life policy, with a low premium the 
first year increasing slightly each year 
until in the sixth when it reaches a level 
premium. It is fully participating. The 
sixth and subsequent premiums are sub- 
stantially less tham an ordinary life 
premium at the attained age, and on pol- 
icies issued at the younger ages a nor- 
mal dividend will keep the net premium 
always below the initial premium on a 
whole life policy issued even at the orig- 
inal age. 


Illustration of Policy 
An illustration follows: 


Net Prem. 
(Gross NwNL’'s 
Prem. less Pref. Risk 
Gross Div. then Prem, at 
Year Premium Payable) attained age 
ee ese 06=——té=—=#as Kk ws 229.10 
ciewes 140.10 $108.20 236.20 
Beets 165.60 133.20 243.60 
Si ccue 192.70 159.40 257.50 
pee 221.40 186.60 259.70 
Sicses 251.90 215.10 268.60 


The policy will be issued both on a 
3 percent and a 3% percent reserve 
basis, with minimum amounts of $10,000 
and $5,000 respectively, the 3% percent 
policy being an endowment at age 90. 
Temporarily the minimum limits of 
these policies will be halved, so that 
for the time being salesmen will be able 
to use them to help the man of smaller 
income restore his life insurance estate 
to its normal size. 


W. F. Grantges Speaks 


W. F. Grantges, agency director, fol- 
lowed Mr. Hale, discussing the selling 
features of the new policy. He said that 
the biggest problem the life insurance 
salesman is going up against today is 
the tendency of prospects to defer the 
decision on life inusrance until the time 





in the future when they expect to have 
larger incomes. This policy, he said, 
is designed to overcome their objection 
on the theory that whole life insurance 
is what most people need and should 
have. 


Conservation Has 
Important Place 





(CONTINUED FROM PAGE 1) 


getting the check is showmanship. He 
considers securing the money the prin- 
cipal part of the sale. The application 
to him is purely routine and usually he 
gets the money before completing the 
app. He told an amusing incident of a 
$1,000,000 case which he had completely 
examined, applications prepared, inspec- 
tions well on their way and $31,000 
check in hand within 24 hours after re- 
ceiving the tip from a banker friend. 


Fine Conservation Records 


Three agencies which last year were 
entitled to exhibit the conservation 
award tablet continue to hold it this 
year, the Providence, R. I., agency, Cin- 
cinnati and Brooklyn. Other awards this 
year are Seattle, Washington, D. C., the 
North and South Carolina agency, Cen- 
tral New Jersey agency and Minne- 
apolis. 

C. V. Anderson led the entire agency 
force for low lapse ratio with 1.6 per- 
cent. For seven consecutive years his 
first year lapse rate has been well under 
10 percent. He had approximately $4,- 
000,000 business exposed to first year 
lapse in the last year. 

Other Agents Also Honored 


G. F. Little of the Albritton agency, 
Chicago, had a low lapse record for six 
consecutive years and ranks first for the 
club year for the greatest amount of 
business which persisted since the last 
Leaders’ club convention. Three agents 
had no first year lapses during the last 
12 months, H. W. Andrews, Seattle, W. 





C. Keator, II, of the Loder agency, 
Philadelphia, and A. E. Lamble, Detroit, 

Among the home office officials at. 
tending besides President Linton were 
F. C. Morss, manager of agencies; E. 
W. Marshall, vice-president and actuary; 
F. P. Todd, vice-president and insurance 
supervisor; W. D. Cross and M. L. Wil- 
liams, assistant managers of agencies; 
E, A. Farrington, agency assistant; E. 
D. Armantrout, assistant actuary; Dr. 
F. R. Everett of the medical depart- 
ment; Henry Bossert, Jr., J. L. Simon, 
accounting department, and N. A. White 
and C. S. Davis, advertising department. 

A feature of the convention was in- 
troduction of 15 agents who have quali- 
fied for the Leaders’ club for ten con- 
secutive years. These were D. T. Mac- 
Kinnon, Detroit; W. T. Smith, W. L. 
Mason, I. P. Miller, H. Sonneborn, Jr. 
S. W. Jones and F. W. Moock of the 
Loder agency, Philadelphia; A. J. Miller 
of the Clancy Connell agency of New 
York; C. V. Anderson, M. F. Alexan- 
der of Delaware; F. M. Harper of the 
North and South Carolina agency; J. 
H. Phipps, Cleveland; W. H. Goehring, 
Pittsburgh; G. F. Little, Chicago, and 
A. M. Davis, Los Angeles. 


Results from Direct Mail 


A report of direct mail work which 
has been tried out by Frank W. Han- 
son, of the Newark office of the Prov- 
ident Mutual Life, secretary of the Life 
Underwriters Association of Northern 
New Jersey, for the first six months of 
this year, shows $47,500 paid-for busi- 
ness with gross premiums of $1,700. 
In addition, Mr. Hanson reports that 
the contacts he has made will probably 
lead to considerable more business be- 
fore the close of the year. 


Strone’s “Psychology of Selling Life 
Insurance” is a marvelous book on the 
technical processes in buying and selling 
appeals and reactions of the prospect 
Price, $4. Order from The National 
Underwriter. 








life insurance. 


coverage. 





MASSACHUSETTS INDEMNITY | 
INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 
Rated “A” EXCELLENT Dy Best’s 


Qualified producers are invited to communicate with our Director of Agencies. 


™ OF THE MOST INTERESTING EVENTS IN 
the field of non-cancellable activity is the recent merger of the Income Indemnity with the Massachusetts 
Indemnity, both of Boston. 


On May 4th of this year the Massachusetts Insurance Department officially approved the plan whereby 
the Massachusetts Indemnity Insurance Company, one of the oldest and strongest of the disability companies, 
reinsured the entire business of the Income Indemnity Insurance Company. With total assets now approxi- 
mating seven hundred thousand dollars, surplus of over three hundred and fifty thousand dollars and a total 
premium income of close to eight hundred thousand dollars, the Massachusetts Indemnity Insurance Com- 
pany today stands as a striking illustration of a conservatively well managed disability company, with a ratio 
of assets of two to one and a surplus of over one hundred percent of total liabilities. 


The policy contracts of the Massachusetts Indemnity are headed by their non-cancellable life indemnity 
policy issued on an incontestable basis, thus placing them on the same plane of permanence and stability as | 
These policies are renewable to age sixty, provide hospital coverage or nurse’s benefits from | 
the first day with a non-disabling medical reimbursement feature under the accident provision of the policy. 

A complete line of other commercial forms both cancellable and non-cancellable are offered to facilitate and 
complete the portfolio of the man who appreciates disability coverage as essential to a complete scope of | 
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Running Analysis of Sales 
Strong Trend in Agencies 





DECLARED ESSENTIAL TODAY 


Serves to Disclose High Percentage of 
Low Cost Policies for Offices and 
Individual Agents 


One great fear of agency heads, and 
particularly general agents since they 
operate on a commission basis, un- 
doubtedly is that the trend of the times, 
the policy moratorium, etc., may result 
in a large increase in sale of low cost 
forms to a point where it will be impos- 
sible for the general agent or his agents 
to remain in the business. 

There is no question but that a great 
deal of term and modified life, term ex- 
pectancy contracts has been sold in the 
lat few years. It is a matter about 
which every agency manager and gen- 
eral agent requires detailed information. 
There are many men who believe that 
an agency which does not know where 
it is going in these days is headed for 
mediocrity if not absolute oblivion. 


General Agents’ Analysis 


One of the large general agents of this 
country recently started exhaustive an- 
alysis of the business being submitted. 
He found to his surprise that 59 percent 
was on low premium forms, of which 45 
percent was on modified life and 14 per- 
cent term. He started to do something 
about it for he considered this percent- 
age entirely too high for safety. The 
agents were selling the contracts which 
were easiest to sell, rather than to fight 
for the larger premiums on more per- 
manent forms. As a result they were 
getting substantial volume, but were re- 
ceiving commissions scarcely large 
enough for living expenses. 

The general agent found the family 
income represented only 7 percent of the 
applications paid for, ordinary life 22 
percent (this latter figure being consid- 
ered reasonable); limited pay only 4 per- 
cent and endowments 8 percent. The 
percentage of modified life, he deter- 
mined, was entirely too high, and that 
of family income far too low. The 
amount of term insurance was satisfac- 
tory to him under the circumstances. 


Began Stimulating Agents 


This general agent in a previous con- 
nection had established the unusual rec- 
ord of maintaining a ratio of family in- 
come around 48 percent of total paid 
volume. He set to work to educate his 
agents to sell family income. He de- 
vised a graphic illustration of the bene- 
fits of this form, showing the low net 
cost over a period of years as compar- 
ing favorably with, and in a majority of 
cases actually beating, term insurance. 

He stressed that in numerous cases 
with proper sales effort family income 
could be sold in lieu of term or modi- 
fied life. He pointed out that no agent 
could live on a large proportion of term 
or modified life. 

The general agent not only maintains 
a continuous analysis of his agency’s 
business as a whole, but also for all 
agents separately. At any time he can 
tell what percentage of a given form an 
agent writes. Agents who get too far 
away from standard are brought into 
line. 

Another Agency’s Survey 


This strong trend toward exhaustive 
running analysis of production also is 
seen in a survey made by the Fresno, 
Cal, branch of the New York Life 
which disclosed that of the first 500 ap- 
plications written this year, 475 were 
for $5,000 or less, and only two cases 
were more than $10,000. The average 
sized application was $2,030. The 500 
apps were submitted to and including 
Feb. 28, by 51 agents, with a total of 
$1,018,000. Ninety percent of the mem- 


the period with an average per producer 
of 9.8 apps. 

Of the 500 applicants, 285 were in the 
age group 22-45. There were 272 cases 
closed on first interview and 181 appli- 
cations secured by means of cold can- 
vass. Almost half of the volume was 
on ordinary life plan. Average age of 
applicants was 28. There were 17 poli- 
cies for $10,000 or more, or 3.4 percent 
of the total, and eight between $5,000 
and $10,000 or 1.6 percent. There were 
159 applications on lives of women, 170 
applicants were 21 years of age or less, 
45 were over 45 years. The agents sub- 
mitted 89 applications with cash pay- 
ments accompanying. 


Other Results Revealed 


Analysis disclosed 96 applications 
written on old policyholders, or 19 per- 
cent; 203 applications resulting from di- 
rect reference by friends or policyhold- 
ers, 41 percent; 132 cases on second in- 
terview 26 percent; 61 cases on third in- 
terview 12:2 percent, and 37 cases on 
all interviews after the third, 7.4 per- 
cent. 

It was determined there was a 
marked increase in the popularity of 
plans guaranteeing a life income in old 
The forms written were ordinary 


age. 
life, 231 applications, 46.2 percent; life 
income endowment plans, 162 apps, 30.4 





Tribute to a Man Who 
Is Always on His Job 











!, J. Olive of Holland, Mich., one of 
— outstanding life insurance men in 
his state, is completing 30 years with 
the Franklin Life, he being general 
agent in his territory. He also has com- 
pleted his ninth year of consecutive 
weekly production. Mr. Olive is a man 
of vision and sincerity. He has a fine 
sense of humor. He is close to his 
people and always gives them good ad- 
vice. In speaking of Mr. Olive the 
Franklin Life says: 

“During these 30 years Mr. Olive has 
excelled in all the functions of an effi- 
cient life underwriter. He has made the 
interests of his clients his first consid- 
eration, and has been rewarded for his 
careful planning of men’s estates by 
having their sons come to him for their 
insurance. 

“He has placed millions of business, 
and has kept in such close touch with 


limited pay life, 73 apps, 14.6 
single premium and annual 
annuities, 22 cases, 4.4 per- 
12 applications, 2.4 per- 


percent; 
percent; 
premium 
cent, and term, 
cent. 











his policyholders that his renewal per- 
centage for many years hovered around 
100 percent. He is a past master in 
showing prospects the fallacy of most 
reasons for not taking life insurance. 

“Mr. Olive has belonged to one of the 
Franklin agency clubs ever since their 
inception in 1913, with three member- 
ships in the $100,000 Club, 16 in the 
Quarter Million, and one in the Half 
Million to his credit. The Franklin 
App-A-Week Club was started nine 
years ago—and Mr. Olive has just com- 
pleted nine years of getting at least one 
application each week. 

“Mr. Olive has constantly been in- 
spired in his work by the knowledge 
that he was performing a service for 
his clients which could not be success- 
fully accomplished in any other manner.” 


Equitable Paid L Large Amounts 


During the first six months the 
Equitable Life of New York paid to 
living policyholders $94,328,658 and to 
beneficiaries $39,165,760. Its dividends 
amounted to $26,000,729, matured en- 
dowments $3,922,055, annuities $4,909,- 
244, surrender values and _ disability 
claims $59,496,630, death claims, includ- 
ing accidental death benefits, $39,165,- 
760. Since organization the Equitable 
has paid $3,116,029,604 to policyholders 
and beneficiaries. 


























When you visit A Century of Progress 
MAKE THIS YOUR HEADQUARTERS 














bers of the branch produced business in 








Chicago. 


to A Century of Progress. 
YOUR card TODAY. 


You will want a place to rest, meet your friends, 
read or drop a line to the folks back home when 


you visit A Century of Progress Exposition in 


The Affiliated Continental Companies cordially in- 
vite you to enjoy the comforts and broad facilities 
of their Special Bureau of Information and Serv- 
ice, located on the ground floor of the Home Office 
Building, 910 S. Michigan Ave., within easy walk- 


ing distance of the Exposition Grounds. 


Registered Identification Card will be sent you 


immediately on receipt of your request. 


CONTINENTAL 
CASUALTY CO. 
CHICAGO, ILLINOIS 
Partial view of comfortable service 
quarters established by these Com- 


panies for the convenience of visitors 
Write for 


+ ASSURANCE CO. 
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Protection Against Speculation 


JAMes Trustow ApbamMs, well known 
writer, in commenting on the recent 
stock market flurry calls attention to the 
fact that in spite of the severest lessons 
that have been learned, instinctively the 
American people possess the gambling 
spirit. This, he holds, has not been taken 
account of as it should in the study of 
economics. Those who visited stock 
brokers’ offices when the market was on 
the upgrade found that they were 
crowded just as they had been in the 
halcyon days of 1927, 1928 and 1929. 
Hope springs eternal in the human 
breast and those hoping to recoup their 
shattered fortunes or those with an eye 
single to reaping profit in speculative en- 
terprises have not hesitated to risk their 
means, borrow money, put up collateral 
and be trimmed just as the people were 
when the great cyclone struck the coun- 
try the latter part of 1929. Evidently 
the lessons of that day have not been 
heeded. 

Inasmuch as this gambling or specu- 
lative instinct is so deeply imbedded in 
the people, proper recognition should 
be given it and to those so inclined there 


should be a very strong reason to set 
aside a fund that would be held secure 
to be used in emergency and which 
could not be touched in speculative en- 
terprises. Life insurance naturally is 
the ideal means for the creation of an 
estate that is secure and liquid. The 
life agents can well preach the gospel of 
thrift, at least to that extent where a 
fund is provided that cannot be called 
upon to meet speculative accounts. If 
we are to play in the stock and grain 
market then surely there should be a 
sufficient sum set aside each year for 
the protection of dependents or the pro- 
motion of a fund for old age and dis- 
ability. 

Mr. ApaMs feels: that in any study of 
economics the speculative tendency of 
the people must be recognized and dealt 
with. If therefore this characteristic is 
to continue a real factor then there 
should be preached the necessity of set- 
ting aside a portion of one’s income or 
savings for the creation of a permanent 
and secure fund that is free from specu- 
lation. That can best be done through 
life insurance. 


Managerial Ethics Needed 


UnpousTepLy in these days considerable 
irritation is caused because general 
agents and managers do not recognize as 
they should the niceties and courtesies 
that should accompany life insurance 
supervision. For instance, an agent 
connected with an office has surplus 
business or a substandard risk to place. 
Perhaps he has an applicant that his 
own company will not take because of 
some special rule. He seeks, therefore, 
another office. He places his business 
there. Unless the other manager is 
high-minded he will probably court this 
agent and gradually endeavor to have 
him swing some of his regular offerings 
to his office. It has been found that 
some managers lacking in conscience 


Dealing With 


MAny people are impatient with what 
they feel are shortcomings of other peo- 
ple. They criticize and condemn. They 








seek to have agents dealing with them 
turn over some of their own policyhold- 
ers where loans have been made in or- 
der that new insurance may be written 
and the agent connected with the other 
office be given the full commission. 

The recognition of proper amity be- 
tween managers and general agents at a 
time like this especially would do much 
to prevent disintegration and destruc- 
tive influences. There should be a closer 
relationship in our opinion between of- 
fices. This course is followed to a 
greater extent in Canada than it is in 
the United States. The Canadians, by 
the way, have a number of superior 
points that we could well emulate in 
their business relationships. 


Shortcomings 


have but little tolerance. At the same 
time it is usually the case that they are 
very patient with their own failings. 





PERSONAL SIDE OF BUSINESS 





Insurance Commissioner John J. 
Holmes of Montana is spending some 
days in Cleveland, O. Mr. Holmes is a 
former local agent at Great Falls, Mont., 
and served as general agent for the 
Minnesota Mutual Life. 

George C. Holmberg, treasurer of the 
Northwestern National Life, will speak 
at the annual convention of the Mort- 
gage Bankers Association of America in 
St. Louis, Oct. 10-11, on “Rehabilitation 
and Servicing of Farm Mortgage Prop- 
erties.” 

Caleb W. Baldwin will be one of the 
speakers at the annual meeting of the 
National Association of Life Underwrit- 
ers in Chicago. He is general agent for 
the Connecticut Mutual Life in Seattle. 
He was reared on a farm at Pattonville, 
Mo. After graduating from high school 
he attended Washington university and 
then for several years engaged in farm- 


ing. In 1925 he went to Seattle and 
joined the Phoenix Mutual Life, con- 
tinuing with that company until 1928, 


during which time he was recognized 
as one of the leading junior representa- 
tives of the Phoenix Mutual. 

In 1928 he was appointed general 
agent by the Connecticut Mutual. In 
1931 his agency was among the five of the 
company to receive honorable mention 
for agency organization efficiency. He 
served as vice-president of the Seattle 
Life Underwriters Association in 1929- 
30 and was president in 1931. 


Edward F. Cooke of Wallingford, 
Conn., former general agent in Con- 
necticut of the Equitable Life, and widely 
known in the business prior to his re- 
tirement some years ago, observed his 
90th birthday last week. Mr. Cooke is 
in excellent health. 


Miss Miriam C. Hamilton of Chicago 
has passed successfully the [Illinois state 
bar examination. She is the daughter 
of President Hamilton of the Federal 
Life. She graduated from Francis Parker 
school in Chicago and later from Vassar 
with honorable mention. Last June she 
graduated from the University of Chi- 
cago law school. She is to appear be- 
fore the Illinois supreme court in Oc- 
tober to secure her license. She is a 
director of the Federal Life. 

W. A. Fraser of the Lincoln, Neb., 
agency of the Bankers Life of Des 
Moines, while on a_ vacation trip in 
Montana recently suffered a severe at- 
tack of influenza and was confined for 
a short time in Missoula hospital. 

Fritz A. Lichtenberg, general agent 
of the Massachusetts Mutual at Colum- 
bus, O., and president of the Ohio Asso- 
ciation of Life Underwriters. has been 
named chairman of a committee to in- 
terview all central Ohio’ insurance 
groups and solicit their support of the 
NRA movement. 

Felicitations are being extended to 
J. G. Weill, Owensboro, Ky., district 
agent of the Mutual Benefit Life, who 
is observing his 25th anniversary of 
service. 

In addition to being the leading pro- 
ducer for the Mutual Benefit in Ken- 


tucky, Mr. Weill ranks third in the 
United States for consecutive weekly 
production. 

D. G. C. Sinclair, veteran manager 


of the Metropolitan Life’s Murray Hill 
district, New York City, died follow- 
ing an attack of double pneumonia at 
the Caledonian Hospital in Brooklyn, 
Aug. 17. Mr. Sinclair was born in 
Caithness, Scotland, April 5, 1874. He 
came to America at the age of 15. 
Working on a ranch in Manitoba for a 
short time, at the age of 16 he started 








selling fire and life insurance in Bran- 


Canada. In May, 1894, he joined 
the Metropolitan Life as agent ip 
Brooklyn. Before the end of the year 
he was promoted to assistant manager 
and two years later was appointed 
superintendent at Ottawa, Can. In No. 
vember, 1899, he was transferred to the 
superintendency of the Metropolitan's 
Garfield district in Chicago. In April 
1902, he was transferred to the Stuyve. 
sant Heights district in Brooklyn, and 
in March, 1903, he was appointed man. 
ager of the Murray Hill district, where 
he has since continued. 

He was president of the Caledonian 
Hospital in Brooklyn for many years 
He was past president of the New York 
City Life Underwriters Association, a 
member of the executive committee of 
the National Life Underwriters Asso. 
ciation and active in its affairs. 


don, 


H. L. Ekern, former Wisconsin com- 
missioner and well known insurance at- 
torney, his wife and their daughter, 
Dorothy, have left for a six weeks’ trip 


abroad. They will travel in England, 
Germany and the Scandinavian coun- 
tries. 


Ralph Wilson, “millionaire” producer 
with the Mutual Benefit general agency 
in Detroit, owner of the cruiser Pas- 
time, ran aground on the Canadian shore 
of Lake Huron, three miles north of 
Sarnia, Ont., early Sunday morning, 
lodging between two sand bars. Two 
salvage companies and the coast guard 
cutter “Cardigan” moved the $65,000 
vessel after several days of effort and 
towed it to Sarnia. The yacht was 
badly damaged. 

L. L. Janz has been appointed director 
of the life insurance division of the De- 
troit Better Business Bureau, succeed- 
ing H. B. Thompson, who has resigned 
to enter the practice of law. Mr. 
Thompson has headed the division since 
its establishment last year at the request 
of the Associated Life General Agents 
& Managers of Detroit. The division 
is doing excellent work in protecting 
the public against sharpers preying on 
the public under the guise of life insur- 
ance agents. 

C. F. Williams, president Western 
& Southern group, has established a 
fellowship in the Cincinnati College ot 
Medicine to be known as the “Charles 
F. Williams temporary fellowship for 
the study of cancer.” Mr. Williams had 
previously endowed the tumor clinic, 
which last year treated 92 cases. 

John H. Hanes, 71, medical director 
of the American Insurance Union, Inc. 
died in his office in Columbus a Iew 
days ago. 


C. M. Ortega of ‘Richmond, Va., who 
is president of the Cuba Life, an indus- 
trial company operating in Havana and 
vicinity, has been watching the course 
of events there rather closely since the 
revolution broke loose and overthrew 
the Machado government. He is now 
hopeful that order will soon be com- 
pletely restored. Mr. Ortega organized 
the Cuba Life several years ago. He 
spends part of his time each year in 
Havana supervising its affairs. He is 
engaged in the local agency business in 
Richmond. 


Miss Eleanor G. " Simons, daughter ot 
R. M. Simons, general agent Home Lite 
in New York City, died at the age ot 
18 at their home on Shelter Island, 


a Fe 


F. G. Wolfinger, 
of the Central Life of Des Moines. 
day observed the 25th anniversary 
his affiliation with the company. 
ident Ayres and other officers 


secretary-treasurer 
Sun- 

ot 
res- 


offered 








° . - ofncials 
congratulations, while company ofcia 








Augu 


| 





















he joined 
agent in 
the year 
Manager 
appointed 
- In No 
ed to the 
>politan’s 
In April 
> Stuyve- 
lyn, and 
ted man- 
>t, where 


iledonian 
ly years 
ew York 
iation, a 
nittee of 
rs Asso- 


sin com- 
france at- 
laughter, 
eks’ trip 
England, 
n coun- 


»roducer 
| agency 
er Pas- 
an shore 
orth of 
norning, 
3. Two 
st guard 
$65,000 
ort and 
‘ht was 


director 
the De- 
succeed- 
-esigned 
WV. Mr. 
yn since 
request 
Agents 
division 
ytecting 
ing on 
> insur- 


Vestern 
shed a 
lege of 
Charles 
1ip for 
ms had 
clinic, 


lirector 
n, Inc. 
a few 


., who 
indus- 
na and 
course 
ce the 
rthrew 
s now 
com- 
anized 
7 He 
ear in 
He is 


ess in 


iter of 
e Life 
ige of 
‘sland, 


asurer 
, Sun- 
ry of 

Pres- 
ffered 
ficials 





August 25, 1933 


LIFE INS 


JRANCE EDITION 











GC cooperation 
that produces results 


| go enindee po of the State Life of Illinois are inspired by 
the increased business secured through the enthusiastic co- 
operation of our Policyholders. 

A cooperative plan that produces prospects, resulting in a 
higher average of business per call enables our representatives 
to earn a steady income. 

Limiting its operations exclusively to its Home State (Illinois), 
has resulted in economies of management which enables the 
Company to offer direct Home Office connections to experi- 
enced producers who desire maximum commissions first year 
and renewal. 


Inquiries regarding agencies in the following cities in Illi- 
“ff 2 are invited: Freeport, Sterling, DeKalb, Sprint | 
Danville, Quincy, Centralia and Alton. 








THE OLD LINE LIFE INS. CO. 
OF AMERICA 


Milwaukee, Wisconsin 


I have never regretted being 
under contract with you 
My policyholders and myself 
always received fair and just 
treatment. 


If the Good Lord is willing, 
I will be with you another 
Six years. 
BE. B. Pohland 


The Agent Speaks... 











THE OLD LINE LIFE INS. CO. 
OF AMERICA 
Milwaukee, Wisconsin 


The co-operation I have 
received from the Home Office 
at all times has been a great 
help, and I can truly say 
that I never worked for a better 
Company to do business with 

I sincerely hope I may 
continue work with the Company 
for many years to come 

H. P. Tower 


Connected with Tollica 18 
years 

















THE OLD LINE LIFE INS. CO. 
OF AMERICA 


Milwaukee, Wisconsin 


I assure you that the fifteen 
years just passed have been 
pleasant ones, and that I 
appreciate the fine cooperation 
extended to me 


T. A. Wondreyka. 











THE OLD LINE LIFE INS. CO. 
OF AMERICA 


Milwaukee, Wisconsin 


I can truthfully say that I 
have enjoyed and am still 
enjoying my connection with 
the Company 

H. L. Schindler 


Connected with Tollica 
4 years 
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MILWAUKEE, WISCONSIN 


THE OLD LINE LIFE INS. CO. OF AMERICA 
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Business Builders 


In the complete and varied assortment of sell- 
ing helps provided by the Company, Guardian 
Fieldmen have found common sense solutions of 
many of today’s production problems. 


Originated and tested in the field, these new 
and unique business builders are helping Guardian 
Fieldmen to open the door to sales with marked 
frequency and regularity. 


+ + 


THE GUARDIAN LIFE 


ESTABLISHED 1860 


INSURANCE COMPANY of AMERICA 


50 UNION SQUARE - - NEW YORK CITY 











you want to represent 
a company offering... 


quick service 
fair dealing 
personal attention 


active help 


home office cooperation 


attractive policies 


practical suggestions 


you need not look farther. The Shenandoah 
Life offers all these attractive features. 
Write Charles E. Ward, Agency manager. 


R. H. ANGELL 


President 


E. LEE TRINKLE 
Vice-Pres. 


W. L. ANDREWS 
Sec’ y-Treas. 


SHENANDOAH 


LIFE INSURANCE COMPANY 


ROANOKE, VIRGINIA 
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For Men 


Who Like Action 


This 37-year-old mutual company 
...soundly managed... progressive 
..with a complete line of contracts 
..offers exceptional opportunity 
to men who like action. Truly a 
young man’s company. 

BEST’S RATING “A” 


CENTRAL LIFE 


Assurance Society 
(MUTUAL) 
DES MOINES 











GROWING UP FAST 


America is growing up fast, says the statistician. 
More old people, fewer children, is the outlook. 
Increasingly, therefore, Fidelity’s Income for Life 
plan will prove attractive. Increasingly, will there 
be a demand for its guaranteed life income. 


Fidelity Originated This Plan 


The first “Income for Life” policy was written 
December 24, 1902, and each year since there has 
been a wider acceptance of its unique provisions. 
In addition, Fidelity provides a variety of policy 
forms to fit modern needs: Low Rate Life, Fam- 
ily Income, Disability—income and waiver of 
premium, accidental death benefits. 

Send for booklet 


“The Company Back of the Contract” 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 


rT 




















and employes presented him a huge bou- 
quet of roses. Mr. Wolfinger is the 
fourth member of the staff to reach the 
quarter century milepost of service. The 
others are Miss Catherine Bresnahan, 
31 years; Lewis Lundstrum, 30 years, 
and J. A. Wilson, 28 years. 


M. R. Pesquera, general agent of the 
Bankers National Life of New Jersey 
in Puerto Rico, determined to become 
a member of the million dollar round 
table at the National Life Underwriters 
Association convention this year. Dur- 
ing the first 15 days in August he ac- 
counted for $103,500 in applications. He 
obtained 64 applications on 64 lives in 
one day, each being accompanied by 
remittance for the full premium. Mr. 
Pesquera is a great believer in secur- 
ing money with the application in order 
to economize time. 

The sales organization and office 
force of the Newark, N. J., agency of 
the State Mutual Life gave a surprise 
party for General T. M. Searles on his 
42nd birthday anniversary. J. W. 
Thompson, Jr., for the organization at 
the Monday meeting felicitated Mr. 
Searles on the happy day and extended 
good wishes of the field men. There 
were 30 applications presented as a 
birthday present. W. E. Davies by 
merit won the honor of making the 
presentation for the salesmen and 
Kathryn R. Hamilton made the presen- 
tation for the office personnel. There 
was a birthday cake especially baked 
for the occasion. 








COMPANY NEWS 


Takes Over Chicago National 








Illinois Department Liquidator S d 
Receiver Crume in Charge 
of Company 





The superior court in Chicago has 
granted the petition of the Illinois de- 
partment that it be in charge of the 
liquidation of the Chicago National 
Life, which was reinsured by the Pa- 
cific States Life. In June, 1932, Receiver 
Crume of the Chicago National Life 
was authorized to reinsure the business 
in the Pacific States. The attorney gen- 
eral of Illinois filed an intervening suit 
which was originally set for trial in 
December, 1932, but was not tried until 
June 3, 1933. As a result, the verdict 
of last week was handed down which 
also decreed that the Pacific States 
shall be reimbursed for actual expenses 
incurred in connection with the reinsur- 
ance of the Chicago National’s business 
in June, 1932. H. B. Hershey, official 
state liquidator, has been appointed re- 
ceiver of the Chicago National with 
George Braash as co-receiver and for- 
mer Receiver Crume has been ordered 
to file a report. 


Peninsular Absorbs Piedmont 


The Piedmont Life of Greenwood, 
S. C., has been merged with Peninsular 
Life of Jacksonville, Fla. G. J. Guimond 
is in charge of the Greenwood office, as- 
sisted by H. D. Shand, superintendent. 
The Peninsular had many policyholders 
in South Carolina prior to the merger. 


Shenandoah Life’s Campaign 


The Shenandoah Life of Roanoke, Va., 
is starting an aggressive campaign for 
new business and new agents. It has 
decided to add a full line of participating 
policies which will be released about 
Sept. 15. Its busines is showing an in- 
crease of about 20 percent this year. 


Homeland Life To Be Dissolved 


Circuit Judge Calhoun has ordered 
the dissolution of the Homeland Life of 
St. Louis, a stipulated premium com- 
pany, and cancellation of its policy obli- 











PROSPERITY 


FOR ALL 


There was a king of 
France whose chief de- 
sire was that every 
subject should be able 
to afford a “chicken 
in the pot” on Sun- 
days. That wish 
finds its counter- 
part today in the 
desire of this 
Company for 
each of its 
field men to 
have all the 
prosperity 
to which 
conscien- 
tious 
service 
entitles 


wealth’s 
wish for your 
prosperity 
finds its culmi- 
nation in the 
actual efforts of 
the Home Office 
to help agents sell 
more life insurance. 
Commonwealth Cor- 
dial Cooperation 
helps agents to a bet- 
ter understanding of 
their problems and how 
to handle them. 
Satisfied customers, 
money-making agents 
—that is the Common- 
wealth idea of true pros- 
perity. 


COMMONWEALTH 
LIFE INSURANCE (0 
LOUISVILLE, KY. 
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tions. The action was taken on a 
tition filed by Superintendent O’ Mal- 
y, who was directed by the court to 
bke charge of the company’s assets. 
st March former Superintendent 
Thompson obtained a tempprary re- 
traning order prohibiting the company 
om doing any further business. 


Woolery with Southeastern 


J. M. Woolery has been chosen ac- 
sary of the Southeastern Life of Green- 
ile, N. C. He is a native Kentuckian. 
e graduated from the University of 
Michigan in 1925. Prior to going with 
he Southeastern Life Mr. Woolery was 




















associated with the Kentucky Home 
Life and with its predecessor, the Inter- 
Southern Life, and also the Protective 
Life of Birmingham. 


Life Company Notes 


The Continental Assurance of Chicago 
has been licensed in Connecticut. 

In an action started at Spirit Lake, 
Ia., F. R. Dowden of that place has been 
appointed receiver of the Imperial Order 
of Muscovites, South Dakota fraternal. 

The Federal Mutual Benefit, Huron, 
S. D., has been incorporated by W. C. 
Peterson, J. S. Tschetter and R. L. 


Nordness. 
The Fraternal Aid Union, Lawrence, 
Kan., as filed a charter amendment 


changing its name to the Standard Life 
Association. 















CONVENTIONS 








LIFE COMPANY 
Atlantic Life “Aces” Meet 
Theme of Clients Ciidiiiltin Is “Life 


Underwriter and the New 
Deal” 









More than 100 representatives of the 
Atlantic Life are expected to attend the 
annual Aces convention Aug. 27-30 at 
the Edgewater Beach Hotel, Chicago. 
The theme of this year’s convention 
will be “The Life Underwriter and the 
New Deal.” The convention will be 
under the direction of W. H. Harrison, 
vice-president and superintendent of 
agencies. 

Angus O. Swink, president, will re- 
view the year’s work and outline plans 
for future development. Representa- 
tives of various agencies will be given 
an opportunity to describe their selling 
methods. J. W. Sinton, secretary and 
actuary, will describe the policy con- 
tracts offered as of Sept. 1. Dr. F. P. 
Righter, medical director, is scheduled 
to discuss underwriting problems. 

A banquet will be held the evening 


























of Aug. 28, at which honor will be paid 
the leading producers, including W. C. 
Woodard, general agent Rocky Mount, 
N. C., who paid for the largest volume 
in premiums during the club year, and 
T. L. Bond, general agent Birmingham, 
Ala., who paid for the largest number 
of policies. To W. S. Vogel, general 
agent Newark, N. J., will be awarded 
for permanent possession the Presi- 
dent’s Conservation Cup for excellent 
work in keeping business on the books. 





Peoria Life lowa Meeting 


Twenty-five district managers and 
agents of the Peoria Life attended a 
one-day convention in Marshalltown, 
Ia., introducing Harold Perschmann, 
Des Moines, new state supervisor, re- 
cently transferred to Iowa from Min- 
neapolis. The program and arrange- 
ments were in charge of C. A. Gustaf- 
son, Marshalltown district manager, and 
T. H. Young, vice-president from the 
home office. 

Through arrangements made by H. 
M. Ellis, president Marshalltown Asso- 
ciation of Life Underwriters, a joint 


0 intellige® 
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luncheon was held, attended by the | Des Moines, lowa manager Mutual Life 


Peoria Life men and Marshalltown life 
underwriters, at which C. E. Brown, 


of New York, spoke on “Making the 
Sale.” 





— 





LIFE AGENCY CHANGES 


_ J 





Home Life Agencies Merged 





W. F. Jenkins Becomes Head of Com- 
bined Office in Chicago Which 
Starts with 21 Men 


The W. F. Jenkins and the Eric O. 
Ohman agencies of the Home Life of 
New York in Chicago are being consoli- 





W. F. JENKINS 


dated, with Mr. Jenkins as general 
agent and Mr. Ohman as associate gen- 
eral agent. Harry B. Coyle, who has 
been connected with the Connecticut 
General in Chicago, is joining the com- 
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bined agency and will have the title of 
production manager. 

Mr. Jenkins was appointed general 
agent in Chicago for the Home Life a 
few months ago. He was formerly con- 
nected with the Massachusetts Mutual 
in Detroit, where he made an outstand- 
ing production record. He is exhibiting 
talent as an organizer and has attracted 
a number of new men to the agency 
since he took charge. 

Mr. Ohman has been general agent 
in Chicago for the Home Life for sev- 
eral years and has developed a sub- 
stantial brokerage as well as agency 
business. 

The combined office starts with 21 
men. Large new offices are being occu- 
pied at 1335 One La Salle Street build- 
ing with private offices for the large 
producers and with two rooms for the 
units under Mr. Ohman and Mr. Coyle. 


Haviland-Gibbs New Agency 


Penn Mutual Life Will Open a Joint 
Office for Newark, N. J. and 
New York City 








F. H. Davis, vice-president of the 
Penn Mutual Life, announces the for- 
mation of a partnership between John 
T. Haviland and John E. Gibbs, effec- 
tive Nov. 1, and to be known as the 
Haviland-Gibbs Agency. Mr. Haviland 
is the general agent in Newark, N. J., 
and Mr. Gibbs is assistant superinten- 
dent of agencies for the eastern region. 
The new agency will have offices in 
New York City and in Newark. Using 
Newark as a base, suitable offices will 
be opened in New York, to accommo- 
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PURE 
PROTECTION 
LIFE INSURANCE 


Estimated Average Annual Cost for Whole Life Policy over Period of 
Twenty Years based on Actual Experience Past Ten Years. 


Age 35—$15.38 


Per $1,000 of insurance 
Reduced to this figure by an earned dividend. 


No Cash Demand Liabilities 


except advance premium payments 











Excellent Opportunity for Salesmen 
Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 


COMPANY 


Mutual Legal Reserve Life Insurance 
Ten East Pearson Street CHICAGO Phone Superior 1714 














Back 
of the Guaranty Life is Found 


The impregnable Legal Reserve System 

A strong financial foundation 

The well seasoned Iowa insurance laws 
Discriminately selected investments 

A representative Board of Directors 

An experienced Home Office management 
Modern and liberal policy contracts 

Officials who know the problems 

An enthusiastic and hard working agency force 


These constitute the very elements of permanency 
and progressive development. Tie to a company 
that is growing. 


Desirable agency connections available in 


Colorado 
Ohio 


lowa 
Minnesota 


Lee J. Dougherty, President 


Guaranty Life Insurance Co. 


Davenport, Iowa 








date the part of the New Jersey per- 
sonnel operating in New York City. 

A program of agency building for the 
metropolitan district has been mapped 
out, and the partners will be assisted 
in the work by John C. Elliott, Harry 
Ross, Jr., and John A. Ramsay, the 
present supervisory staff of the Havi- 
land Agency in Newark. Mr. Ross will 
be transferred to New York City. 

Mr. Haviland entered life insurance 
on March 1, 1916, as agent at Newark 
for the Travelers. A vear later he was 
appointed manager for New Jersey. In 
1919 he was appointed agency manager 
for the Equitable in New York City, 
holding that position until he joined the 
Penn Mutual Nov. 1, 1930. 

Mr. Gibbs attended New York Uni- 
versity, after completing his arts work 
at Wesleyan. In 1922 he was a student 
at the New York University School of 
Life Insurance. He then joined the 
lr. R. Fell agency of the Massachusetts 
Mutual in New York City. In 1929 he 
joined the Penn Mutual's home office 
staff, to take charge of the Pacific coast 
territory as home office representative. 
In 1931 he was made assistant super- 
intendent of agencies, and the next year 
received .his present title, regional 
superintendent of agencies, in charge of 
the eastern department. 





Ray Again with Provident 


Former Agency Manager Appointed 
General Agent in Chattanooga 
for That Company 
Paul M. Ray has been appointed gen- 
eral agent in Chattanooga, Tenn., and 
vicinity for the life insurance lines of 





PAUL M. RAY 


the Provident Life & Accident of that 
city, with ofhce in the home office 
building. 


Mr. Ray has been in life insurance 
for 25 years. He was one of the lead- 
ing lowa general agents of the Equi- 
table Life of Iowa, and later assistant 
superintendent of agencies at his home 
office. He went to Chattanooga in 1926 
© become vice-president and agency 
manager for the Provident, resigning 
in 1929 to reenter field work as general 
agent in Chattanooga for the Minne- 
sota Mutual. He is therefore rejoining 
the Provident organization after an ab- 
sence of nearly four years. 





Ohio State Appointments 
rhe Ohio State Life has appointed 
C. S. Schilling general agent at New- 
ark, O., succeeding George Havden. Sr. 
Mr. Schilling has been with the Ohio 
State Life 15 vears, first as agent at 
Marietta and for the last 11 vears dis- 
trict agent at Newark 

M. G. Young is appointed agency 
manager at Oklahoma City and E. V. 


Anderson general agent at Stillwater, 


BEST 


August 25, 19 


SELLERS 


under present 


conditions. . 


A COMPLETE LINE | 
OF ANNUITIES 


Complete Coverage 
Combination Policy 


Life Insurance 
Accident & Health Insurance 
Old Age Benefits 


ALL IN ONE CONTRACT 








Abraham Lincoln 


Life Insurance Company 
Springfield, Illinois 
H. B. Hill, President 
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—Unrestricted Territory 
—Vested Renewals ; 
—Agency Building Opportunity § \- ‘. 
—Home Office Co-operation beneti 


then you want 


square 
deal 


Agency Contract 


as issued by 


tnaly?* 


Insurance Company 
Madison, Wisconsin 
Openings in Wisconsin, Miw f 
nesota, lowa and Ohw 
USE THIS COUPON ! 





Madison, Wisconsin 


contract. 











Okla. 


Both are experienced insurance 


C. M. Kremer, Agency Supt. 
National Guardian Life Ins. Co. 


I would like details of your square ded 
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en. Mr. Young was at one time pres- 
ent of the Security National Bank of 
{yskogee, Okla. 


J. Y. Gayle 


|. Y. Gayle has been appointed gen- 
ral agent for the Acacia Mutual Life, 
t Richmond, Va., succeeding J. D. 
cllwaine, who has joined the Jeffer- 
on Standard there. In addition to Rich- 
ond, his territory includes 40 counties 

central and western Virginia. For 
veral years Mr. Gayle has been with 
e Travelers in Richmond. 


S. A. Noble 


The Connecticut Mutual Life has ap- 
pointed S. A. Noble, Jr., as agency 
anager at Fort Worth, Tex., with 
fices in the Fair building. He has been 
Histrict manager of the Fort Worth 
fice of the Northwestern National 
ife. 
E. L. Horan 

E. L. Horan, 311 Grosvenor building, 
Providence, R. I1., has been appointed 
anager of the new state agency of the 
United States Life. 


H. M. DeLorme, B. Russell 


H. M. DeLorme, for the past year an 
agent for the Jefferson Standard Life in 
Columbia, S. C., has been appointed 


manager there. B. Russell, formerly 
unit manager for the Jefferson Standard 
in Spartanburg and Charlotte, has been 
appointed manager of the Spartanburg 
and Columbia units with headquarters 
in Columbia. 


Paul E. Clark 


Paul FE. Clark, for nine years with the 
Massachusetts Mutual state agency in 
Oklahoma City, has been appointed pro- 
duction manager of the George E. 
Lackey agency in Detroit. 





Life Agency Notes 











Claude Spicer, Red Oak, Ia., has be- 
come general agent of the Service Life 
of Omaha in Iowa City. 

H. F. Murray has been appointed 
branch manager at Ottawa, Can., for the 
National Life Assurance. 

F. C. Riddick, who has been with the 
Mutual Life of New York for several 
years, has been appointed district man- 
ager at Charleston, 5S. C. 

Cc. M. Weleett has been placed in 
charge of the Springfield, O., district of 
the Western & Southern Life 

Fred Holderman, Jr., has been ap- 
pointed district manager of the Equita- 
ble of New York at Independence, Kan. 
He has been with the Equitable two 





years. 








As SEEN FROM NEW YORK 





CROMWELL JOINS MeMILLEN AGENCY 


C. V. Cromwell, formerly associate 
general agent of the H. N. Fell agency 

the Massachusetts Mutual Life in 
New York City, will become production 
manager of the C. L. McMillen agency 
ithe Northwestern Mutual Life in New 
York City when Grant L. Hill, the pres- 
ent production manager, goes to Mil- 
waukee Sept. 1 to become the North- 
western Mutual’s director of agencies. 
Mr. Cromwell has been associated with 
the McMillen agency for about a year, 
aving left the Massachusetts Mutual 
when Mr. Fell retired as general agent. 
Mr. Cromwell is an alumnus of the 
L. A. Cerf, Sr., agency of the Mutual 
Benefit Life, where so many of New 
York's outstanding life insurance men 
got their early training. He joined the 
agency in 1919 after returning from 
rrance, where he had been engaged in 
Y. M. C. A. work. Prior to that he had 
een in the wholesale shoe business in 
Uhicago. 

When Donald Keane and Lloyd Pat- 
terson left the Cerf agency to open their 
agency of the Massachusetts Mutual in 
125, Mr. Cromwell went with them as 
superintendent of agents, leaving in 1929 
to go with H. N. Fell as associate gen- 


eral agent. 
Mr. Cromwell lays no claim to any 
special management methods, although 


he says that his early association with 








By R. B. MITCHELL— 


Mr. Cerf convinced him of the funda- 
mental importance of organized sales 
talks or “habit talks,” and time control. 
* * * 
CHANGE MEETING PLACE 


The New York City Life Under- 
writers Association will hold its din- 
ners the coming year at the Pennsyl- 
vania hotel instead of the Astor, where 
the dinners have been held for 13 years. 

* 
GRANT HILL HONORED 


“Life insurance men, generally speak- 
ing, have not merchandised their prod- 
uct,” declared G. L. Hill, recently ap- 
pointed director of agencies for the 
Northwestern Mutual Life, in an ad- 
dress at a luncheon in his honor given 
by the Chase National Bank and the 
Trust Department Underwriters Advis- 
ory Council in New York City. “Life 
underwriters have a ‘Tiffany’ product to 
which they have not done justice from 
a salesman’s angle,” continued Mr. Hill. 
“It is my hope that in my new ca- 
pacity I shall be able to help the men 
in the field to merchandise their serv- 
ices more effectively. 

“Banks and trust companies, espe- 
cially the Chase National Bank, during 
the past three years, have thrown a 
wall of protection around life insurance 
both by discouraging policyholders from 
borrowing unnecessarily on their poli- 
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Rockford Life Has a Message for You 


Recital Getta tacieintns (tie. It Concerns Contract Direct 
Rockford, Illinois. * 
“ With The Company 


SEND ME THE MESSAGE 
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PHYSICIANS and Mothers know 
full well that the “Second Summer” 
is the crucial period in an infant's de- 
velopment. 





Conscientious life underwriters know 
equally well that the second year is 
the “Second Summer,” the danger 
period in the history of the average 
policy. 

If the agent and his company wish 
to cling to as many policyholders as 
possible through the first two pre- 
carious years, the best way to assure 
results is by Adequate Compensation 
for the winning of the first renewal 
premium. In other words, when the 
company makes Renewal Pay Well 
—as it logically should —there is 
greater satisfaction and service to 
client, agent and company. 
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How to Find 
That “Endless Chain” 


The strongest endless chain we know is 


salary savings insurance. 


Once a case is opened in a good organiza 


tion there seems to be literally no end to the 


business obtainable. 


With access to busy people whose needs 


can be studied under advantageous conditions, 


an 
an 


able agent builds from this starting point 
active and ever enlarging clientele. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 
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PARTICIPATING 
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ita Saale National Life Insurance 


Company fort Wayne, Indiana 











A Strong, Permanent, Conservative Old Line Company 
Has Valuable Territory Open in 


MICHIGAN VIRGINIA NORTH CAROLINA 
OHIO KENTUCKY SOUTH CAROLINA 
WEST VIRGINIA TENNESSEE GEORGIA 


CONTRACT—Liberal Commissions, Bonus, and 
Long Term Renewals. 


A MONEY-MAKING OPPORTUNITY! 
GEORGE WASHINGTON LIFE INSURANCE COMPANY 


Home Office 
Charleston, West Virginia 




















OPPORTUNITY! 


Desirable Territory Open for General Agencies. 
Liberal Contracts. 


THE CAPITOL LIFE 


insurance Company 
DENVER, COLORADO 











cies and by conserving the proceeds 
left in trust for beneficiaries. I know 
of a number of instances where life in- 
surance trusts have been a restraining 
influence upon unnecessary borrowing 
and surrendering of insurance. Fur- 
ther, the banks and trust companies 
have helped to sell millions of dollars 
of life insurance by making estate own- 
ers conscious of the fact that they 
should consider the purchase of life in- 
surance as a means of solving their 
general estate problems and of meet- 
ing the requirements of their benefi- 
ciaries,” stated Mr. Hill. 

C. L. McMillen, general agent for the 
Northwestern Mutual Life, also spoke 
and emphasized the fact that Mr. Hill 


has a capacity to take full advantage, 
the opportunity which is presented , 
him because he is a real leader wy 
definite ideas, “He will now have 
chance to see those ideas given eff 
through the field force of the Nort, 
western Mutual Life,” Mr. McMilly 
said. 

The following past presidents of ty 
New York City Life Underwriters Aj 
sociation addressed the meeting: W. } 
Collins of Johnston & Collins, gener 
agent Travelers; C. D. Connell, ge) 
eral agent Provident Mutual Life; G, 4 
Smith, G. C. Wuerth, Northwester 
Mutual Life, and Leon Gilbert Simm 
Equitable Life of New York, who als 
presided. 











PACIFIC COAST AND MOUNTAIN 





Dr. Huebner Speaks on Coast 
Educator Addresses Several Meetings 
of Business Men and Agents in 
San Francisco 








Renewed confidence in and enthus- 
iasm for the future of the life business 
were given underwriters and _ several 
hundred business men of the San Fran- 
cisco district, members of the Common- 
wealth Club, by Dr. S. S. Huebner. Dr. 
Huebner discussed the financial condi- 
tion of life companies, the talk being 
broadcast over the Pacific Coast net- 
work of the N. B. C. It appealed to 
laymen from several angles, as he dis- 
cussed the business from the invest- 
ment and financial sides, the relation- 
ship of life insurance to business gen- 
erally and the part it plays in national 
economic affairs. 


Moratorium Was Imperative 


He said the moratorium was not 
alone to save companies but to conserve 
the $21,000,000,000 of securities held by 
the companies, which if dissipated to 
meet undue demands for cash, would 
have forced a collapse of the nation’s 
system. He gave a lucid and enlight- 
ening picture of the financial setup of 
life insurance in the United States. 

The next day he addressed several 
hundred life underwriters of San Fran- 
cisco. Following this meeting, held 
under the auspices of the San Francisco 
Life Underwriters Association, Dr. 
Huebner met with a large delegation of 
underwriters interested in studying for 
C. L. U. degrees. That night he ad- 
dressed a record meeting of the East 








To the Thinking Life Insurance Men 
of America 


Atlantic’s Aces meet in convention in Chicago 
this month, which reminds us that happy is 
the lot of the successful insurance salesman. 


Atlantic Life Insurance Co. 
RICHMOND, VIRGINIA 


Angus O. Swink 


President 


Wm. H. Harrison 
Vice Pres. & Supt. of Agencies 











Bay Life Underwriters Association % 
Oakland. 


Discuss Qualification Legislation 


A discussion as to whether or not lik 
managers and general agents should sw. 
port legislation that will bring lit 
agents under some form of agency qual. 
ification requirements featured the firs 
meeting of the San Francisco Gener 
Agents & Managers Association unde 
the new administration. The plan hx 
a number of ardent advocates amon 
life insurance men in California, the 
principal difficulty being to word an ac 
which would overcome the _ strenuow 
objections of a number of companies 
particularly the large industrial organ 
izations. Ray E. Orth, Home Life o 
New York, new president, presided. 

No definite action was taken at the 
meeting. The general opinion seeme 
to be opposed to further governmenta 
regulation. Most of those present 
stated it as their opinion that such legis- 
lation should only be considered as i 
last resort, that it was primarily a man 
ager’s problem and responsibility. 

A committee is to be appointed tc 
study existing laws and conditions to 
make a complete report at the Septem: 
ber meeting. 








Policy Loans Decrease 


SEATTLE, Aug. 24.—A marked de- 
crease in policy loans is reported bj 
John J. Cadigan, president of the New 
World Life. The first ten days of 
August the New World had 40 per cent 
fewer applications for policy loans. Mr 
Cadigan says debt pressure has been 
relieved by a growing ease in credit 
relations, attributable to government and 
banking arrangements, and that fear o/ 
the future is being rapidly laid. 


Opens Seattle Branch Office 


The California-Western States Life 
have established a branch office in Seat- 
tle which will take care of collections 
in Washington and northern Idaho. 


American Central Quits Coast 


The American Central Life has ceaseé 
operations on the Pacific Coast. L. 
Nesbit, state manager in Washington 
for the past 16 years, has resigned to 
go with the home office of New World 
Life, Seattle. The company ceased 0p 
erations in Oregon two years ago. 


Portland Agency Discontinued 


The Northwest agency of the Capitol 
Life of Denver, in Portland, Ore., has 
been discontinued. For several years 
it has been under the supervision of A 
S. Cartwright. 


Hoefflin Tacoma Speaker 


Walter Hoefflin, western supervisor 
for the Pacific Mutual Life, spoke of 
“A New Era of Life Underwriting” be 
fore the Tacoma Life Underwriters AS 














sociation. 







Augu 


WaT 

















given effe, 
the North 


Mc Milk 


k, who als 


AIN 


———————_—_____ 


. . _ 
SOCciation jp 


M4 . 
egislation 
r or not life 
should Sup- 

bring lite 
gency qual. 
ed the firs 
co 6Gener 
ation unde 
le plan has 
ites among 
fornia, the 
yord an ac 

strenuow 
companies 
rial organ. 
ne Life o 
resided. 
ken at the 
On seeme 
vernmental 
e present 
such legis- 
lered as 3 
ily a man- 
lity. 
ointed to 
ditions to 
e Septen- 


arked de- 
orted by 
the New 
days of 
) per cent 
oans. Mr 
has been 
in credit 
ment and 
it fear of 


Office 


tes Life 
in Seat- 

lections 
aho. 


Coast 


s ceased 
a ©: 
shington 
gned to 
+ World 


sed op- 


ervisor 
ke on 
g” be- 
rs As- 





August 25, 1933 


LIFE 


INSURANCE 





EDITION 17 

















' ACTUARIES 








CALIFORNIA 








| Barrett N. Coates Carl E. Herfurth | 


COATES & HERFURTH 
CONSULTING ACTUARIES | | 


437 So. Hill Street 
LOS 


1144 Sansome Street 
ANGELES 


SAN FRANCISCO 














A. WESLEY JONES 
Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. | 


Glendale, California 
Phone: Douglas 3118 











ILLINOIS 








_ DONALD F. CAMPBELL 
CONSULTING ACTUARY 
160 N. La Salle St. 
Telephone State 1213 


CHICAGO, ILLINOIS 














L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


| Life Insurance Accountants 
| Statisticians 
l 














| J. Charles Seitz, F. A. 1. A. 
CONSULTING ACTUARY 
Author “A System and Accounting for a Life 
| insurance Company.” 
Attention to 
Legal Reserve, Fraternal =, 


‘ension: 
226 North La Salle Street 
| Phone Franklin 6559 








Chicago 








INDIANA 








| Haight, Davis & Haight, Inc. 
| Consulting Actuaries 
FRANK J. HAIGHT, President 


Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
| Consulting Actuary 


| 307 Peoples Bank Bldg. 
___ INDIANAPOLIS, INDIANA | 











MISSOURI 








| ALEXANDER C. GOOD | 

Consulting Actuary 

as Trust Co. Bldg., Jefferson City, 
and 


headl Security Building, Kansas City 








NEW YORK 








“MILES M. DAWSON & SON 
CONSULTING ACTUARIES 


500 Fifth Avenue New York City 


| 














[Audits 


Ferguson, Serling, Daniels & Porter 
Accountants and Actuaries 
102 Maiden Lane 
| New York, N. Y. 


Management | 


Investigations 





| Organization 
—————— 








PENNSYLVANIA 








_ FRANK M. SPEAKMAN 
— Actuary 


| 

| 

Fred E. Suerte C. P. A. 
EB. P. Higgins 

THE BOURSE 








PHILADELPHIA 

















NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 
Books, etc. nting the “Unique Manual- 
annually in May at $5.00 and the 
“Little Gem” rn annually in March at $2.00 


























Sun Life’s New Annuity Rates 


Single Premium Scale Increased, Yet 
Leaving Canadian Company in 
Competitive Position 








The increased rates of the Sun Life 
on single premium annuities have been 
announced. Whilt not the lowest on the 
market, the Sun Life’s new rates are 
well below the scale adopted by the 
Equitable of New York and a number 
of eastern companies. Females are rated 
as four years older than males. 

The first column in the tabulation be- 
low is for the straight life annuity, the 
next three for annuities with income 
guaranteed for ten, 15 or 20 years 
whether annuitant lives or dies, and con- 
tinuing throughout his or her life. The 
last column is for refund annuity, guar- 
anteeing return of balance of purchase 
price if annuitant dies before total pay- 
ments equal purchase price. The new 
rates for males are: 
Guaranteed Term 
0 20 


_ 
= 
~ 

4) 

_ 
on 


Age 1 § 2 
20 $2,087 $2,102 $2,117 $2,136 $2,158 
21 2,074 2,089 2,105 2,124 2,146 
22 2,060 2,076 2,092 2,112 2,134 
23 2,047 2,063 2,079 2,099 2,121 
24 2,032 2,049 2,066 2,086 2,108 
25 2,018 2,035 2,052 2,073 2,094 
26 2,003 2,020 2,037 2,059 2,080 
27 1,987 2,005 2,023 2,045 2,065 
28 1,971 1,989 2,007 2,031 2,050 
29 1,954 1,973 1,992 2,016 2,035 
30 1,937 1,956 1,976 2,001 2,019 
31 1,919 1,939 1,959 1,985 2,003 
32 1,901 1,921 1,942 1,969 1,986 
33 1,882 1,902 1,924 1,953 1,968 
34 1,862 1,883 1,906 1,936 1,950 
35 1,842 1,863 1,888 1,919 1,932 
36 1,821 1,843 1,869 1,902 1,913 
37 1,799 1,822 1,849 1,884 1,894 
38 1,776 1,801 1,829 1,866 1,875 
39 1,753 1,779 1,809 1,848 1,855 
40 1,729 1,757 1,788 1,829 1,834 
41 1,705 1,734 1,767 1,811 1,813 
42 1,680 1,711 1,745 1,792 1,791 
43 1,654 1,687 1,724 1,773 1,769 
44 1,628 1,662 1,702 1,755 1,747 
45 1,602 1,638 1,679 1,736 1,724 
46 1,575 1,613 1,657 1,717 1,701 
47 1,547 1,587 1,635 1,699 1,677 
48 1,519 1,561 1,612 1,680 1,653 
49 1,490 1,535 1,589 1,662 1,629 
50 1,460 1,508 1,566 1,644 1,604 
51 1,429 1,481 1,543 1,626 1,579 
52 1,398 1,454 1,521 1,609 1,553 
53 1,366 1,427 1,498 1,592 1,527 
54 1,334 1,400 1,476 1,575 1,501 
55 1,302 1,372 1,454 1,559 1,475 
56 1,270 1,345 1,432 1,554 1,448 
57 1,237 1,318 1,411 1,530 1,421 
58 1,204 1,291 1,390 1,516 1,394 
59 1,171 1,264 1,370 1,503 1,366 
60 1,137 1,238 1,350 1,491 1,338 
61 1,104 1,212 1,331 1,481 1,310 
62 1,070 1,186 1,313 1,471 1,281 
| 63 1,037 1,160 1,295 1,462 1,252 
64 1,003 1,135 1,279 1,454 1,222 
65 969 1,111 1,264 1,447 1,193 
66 935 1,087 1,250 oane 1,164 
67 901 1,064 1,237 1,134 
68 867 1,042 1,225 1,105 
69 833 1,021 1,215 1,075 
70 799 1,002 1,205 1,046 
71 765 983 wenn 1,017 
72 732 966 988 
73 698 950 959 
74 665 935 931 
75 632 922 903 
76 601 876 
77 571 849 
78 543 823 


Has New Family Group Form 





Sentinel Life Issues “Family Guardian” 
Policy Covering All Members Under 
One Contract 





The Sentinel Life of Kansas cA is 
issuing a new form known as the “fam- 
ily guardian” policy. It is a group pol- 
icy modified to cover one family on a 
term basis. The death of any one or 
more members of the family does not 
void the policy. The portion of the pol- 





| icy covering the deceased is paid to the 
| beneficiary and the group premium rate 
is then decreased by the amount of pre- 
mium covering the life of the deceased, 





HOW 
TO START AN 


UPTURN 


Take a policy the toughest prospect cannot 


resist. Add it to an enthusiastic agency force. 


Stir well and watch for results. And what 





results! Business paid for in May and June 


increased 90% over May and June of 1932. 


Credit the new low-first-cost ordinary life policy 


with a large share in the upturn. 


THE MUTUAL 
BENEFIT 


LIFE INSURANCE COMPANY ® NEWARK, NEW JERSEY 
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BROKERAGE BUSINESS IN ILLINOIS 
Juvenile Business Men and Women All 85,000 
Taken from Same Rates Standard Policyholders 
Date of Birth Provisions in Illinois 
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POSE | as SE eaees Home Office Address Since 1895 


431 South Dearborn Street 


WM. J. ALEXANDE 
. ” CHICAGO, ILLINOIS 


Secretary 











18 THE NATIONAL UNDERWRITER August 25, 1933 IJ \ugus 





the coverage is continued on the other | insurance for any child can not be more | out medical examination at any time in | institutions. If separate certificates and 
members of the family and the policy | than half the largest amount purchased | the next 20 years to either life or en-| policies are issued, the aggregate of 
remains intact. by the parent or guardian. If the father | dowment, as of the original date or the | benefits thereunder must not exceed the 

It will not be sold to cover children | is not eligible for insurance, the mother | date of exchange, prior to age 60. In- | allowable maximum for either class oj 
unless one or both parents, guardians | will be considered the head of the fam- | surance on the persons not converting | insurer. Fraternals have been asked by 















































or other persons responsible are insured | ily. Any member of the family group | will be continued in force. ; the superintendent to amend their cer- 
under the same policy. The amount of | may have his insurance converted with- It is sold in $100 units, but no policy tificates, if necessary, to conform to this 
will be issued for less than $1,000, or | regulation. 
ten units of $100 each. Specimen rates (CO! 
follow: 
Annual Prem. Annual Prem. The 
Age Per $1,000 Age Per $1,000 
20 and under $10.64 — $17.54 ues an 
bad ere 11.31 Sains eine 23.03 narily 
Stron veg ressive 30 caeeseseses 12.36 eae 32.05 sion, 
- stwscekesne 14.20 morat 
; ers’ cl 
M. W. A. Broadens Coverage; wes, is 
Are You Willing te WORK for a Company Which Is Willing to WORK with You? tific p 
Many Changes Promulgated Se 
resery 
LINCOLN, NEB., Aug. 24—After based. 
Sept. 1 the executive council of the cial re 
Modern Woodmen of America will have tioned 
NORTH authority to issue any form of benefit 
certificate that it may decide upon. The TI 
word “assessment” has been stricken The 
out of all schedules and the words oan 
“benefit payments” substituted. The (1) tl 
E. S. ASHBROOK PAUL McNAMARA incontestable period has been cut down legal 
President JOHN H. McNAMARA Vice-President from seven to three years, while the by- (2) tl 
Founder laws have been amended to provide that ples g 
& suicide within two years instead of one junds 
NORTH AMERICAN BUILDING, CHICAGO, ILLINOIS year nullifies the certificate. If any Lif 
member suspended for three months is The 
reinstated, the two-year period runs can 3 
from the date of reinstatement. sa the n 
It has also been decided to accept the The New and Original Answer times 
COURAGE and CON FIDENCE new Illinois law which permits the writ- " mort 
ing of juvenile insurance regardless of to the Demand for Life Insur- annui 
. whether the sponsor or beneficiary is a m . ~ can < 
are needed to grasp Opportunity! member of the society. New certificates ance with Disability Income vestn 
issued in settlement of surrenders, ex- \llov 
—, changes or transfers will have the status Benefits for c 
of new certificates. The fee of 50 cents rende 
ARE YOU QUALIFIED FOR AN ATTRACTIVE charged for decreasing certificates had Let Us Tell You About It a rel: 
been eliminated. Certificates may here- dinar 


GENERAL AGENCY OPPORTUNITY? after be written providing for principal 5 vest 


and contingent beneficiaries under con- demz 
—_, ditions prescribed by the executive and 


GIRARD LIFE INSURANCE COMPANY Ilo" sy... g-aocmeen rie =|: THE PROVIDENT fF 




































































. . . Life and Accident Insurance at 
Opposite Independence Hall Philadelphia, Pa. The Western & Southern Life an- wwact 
PP P P , nounces the following changes in its in- Company prem 
dustrial policies: an | 
An increase in the amount of insur- CHATTANOOGA, TENNESSEE omy 
ance per nickel on the adult twenty-pay ng 
life plan. These increased death bene- Established 1887 a 
fits are retroactive to all twenty-pay scier 
98 life policies paying premiums on Sept. veal 
1, 1933. The withdrawal of the twenty- seme 
BUFFALO MUTUAL LIFE INSURANCE ComMPANY* pay thirty-year endowment, and the aman 
issue of a new continuous pay thirty- er 
year endowment, issued on ages 1 to 45. re I 
OPPORTUNITIES BUFFALO. NY The infantile industrial policies, the " wou 
eee savings option endowment, the thrift Nothin Wron | malt 
in the states of New York and Ohio. Now growing faster than at any time option endowment, and the fifteen-year g g a it 
during our 61 years. If you would like to grow with us, write in confidence endowment contain options to convert talit 
with details of your experience to: E. PARKER WAGGONER, Supt. of Agents. a _ =e ~~ — with- the 
o é evidence oO surabdliity. 
Poe Pt ; URING the first we 
a Great-West Life five months of 
UNUSUALLY ATTRACTIVE The Great-West Life has lowered its 1933 this Com- 
interest rate of 4 percent on semi-annual 
DIRECT HOME OFFICE CONTRACT premiums and 6 percent on quarterly pany sold more pol- 
‘a a premiums to 3 percent and 5 percent re- il 
In Unassigned Territory spectively. The interest rate on the icies than in the similar 
salary deduction plan will be the same 
GREAT REPUBLIC LIFE INSURANCE CO as the interest rate on quarterly ani _ of ~ Whe 
4 « miums, which is 5 percent. e eman or ure 
T. J. McComn, President es: ics insurance is getting 
1300 Great Republic Life Building, Los Angeles, California Hearing on Missouri State a tn 
ST. LOUIS, Aug. 24—A number of ae ° d 
insurance commissioners were in the character and inaus- 
: 18 city this week at the hearing given the H ; ld 
Organised 1870 Missouri State Life on a review of the trious habits shou 
MUTUAL LIFE INSURANCE COMPANY examination brought down to June 30. be interested in a 
The commissioners desired a thorough H Office 
of Baltimore examination be made. Commissioner direct Home " 
Mitchell came on from California. contract giving libera 
Home Office: Charles & Chase Sts., Baltimore, Md. Deciieitiig Meencaan Cimadtinn first year commissions 
NON-PARTICIPATING ee es and non - forfeitable 
PARTICIPATING |§ ORDINARY NEW YORK, Aug. 24—Under the 
INDUSTRIAL insurance law as recently amended, renewals. 
which increases the amount of death 





benefits payable under juvenile certif- 
icates issued by fraternals to the same . . 
THE UNITED STATES LIFE po vy limits as those of life companies, Super- California -Western 
Organized 1850 In the City of New York Non-Participating Policies Only intendent Van , — notifies on States Life 
Seni Renta siti tn Gutin ee these limits apply in the aggregate an ates ! 
F whol not separately as to each of the two 
Geod territory for personal producers, under direct contract classes. Accordingly, he rules, max- Home Office Sacramento 


HOME OFFICE: 156 Fifth Avenue, New York City imum juvenile benefits cannot be car- _ | 
ried on a single life by both tvpes of 
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Principle and Practice 





(CONTINUED FROM LAST WEEK) 
Question 3 

The demand for cash surrender val- 
yes and policy loans has been extraordi- 
narily large during the present depres- 
sion, and many argue that the recent 
moratorium, with respect to policyhold- 
ers’ claims for their cash and loan val- 
ves, is justified because of (1) the scien- 
tiic procedure, and (2) the fundamental 
investment principles upon which legal 
reserve life insurance is inherently 
based. Discuss this contention with spe- 
cial reference to each of the aforemen- 
tioned two factors. 


Answer to Question 3 


The recent moratorium on cash and 
loan values was justified on grounds of 
(1) the scientific procedure upon which 
legal reserve life insurance is based, and 
(2) the fundamental investment princi- 
ples governing the investment of reserve 
funds. 

Life insurance is planned scientifically. 
The actuary of an insurance company 
can analyze its contracts, can forecast 
the maturities to be expected at certain 
times, the obligations to be met through 
mortality claims, matured endowments, 
annuities, and disability claims, and he 
can also estimate the premium and in- 
vestment income which will be received. 
\llowance is made for a normal demand 
for cash values through loans and sur- 
renders. All of this may be done with 
a relatively high degree of precision. Or- 
dinarily the current premium and in- 
vestment income is sufficient to meet all 
demands upon the company for cash, 
and leave a balance to be invested so 
that the company can earn the proper 
investment return. Without this return 
the companies could not fulfill their con- 
tracts for they have determined their 
premiums with this in mind. Nothing 
can be allowed which would deprive the 
companies of the privilege of so invest- 
ing funds as to derive the proper in- 
estment income. The soundness of the 
scientifically planned set-up would be 
weakened if not destroyed. An un- 
reasonable, uncontrolled, hysterical de- 
uand for cash values, which could not 
be forecast with any degree of accuracy, 
would upset the plan and injure the re- 
maining policyholders for the advantage 
of those desiring to withdraw. Mor- 
tality selection also would be adverse to 
the companies in that the healthy peo- 


to C.L. U. Degree Examination 


LIFE INSURANCE EDITION 


ple would surrender because they could 
replace their insurance at any time, 
while the poor risks would hesitate to 
jeopardize their insurance. In addition, 
surrender charges are not sufficiently 
large to compensate the companies for 
the heavier loss incurred by present-day 
surrenders. 

The investment principles of life in- 
surance companies are closely associated 
with the principles of scientific proce- 
dure just discussed. The ability to fore- 
cast ordinary demands for cash governs 
the nature of the investments made by 
life insurance companies. Investments 
are purchased with spaced maturities so 
that funds will be on hand to meet “the 
$750,000 of claims to mature in 1943,” 
and to meet “the requirements in 1948 
of the rather heavy endowment drive 
five years ago.” Since cash income is 
normally sufficient to meet cash de- 
mands it is unnecessary for life insur- 
ance companies to carry a large cash 
balance on. hand. Their obligations 
being for the most part deferred, they 
make long term investments, concern- 
ing themselves with safety of principal, 
adequacy of yield, and maturity values, 
rather than with current marketability 
which would insure liquidity. Hence, 
the companies m?y be unable to meet 
abnormal demands for cash in a period 
when premium income is materially re- 
duced, or entirely stopped (as it was 
during the banking moratorium), with- 
out incurring loss in liquidating their 
long-term investments. Investment val- 
ues are low and heavy losses would be 
incurred by forced liquidation. The 
cream of their investments would be dis- 
posed of first and the entire investment 
program would be disrupted. The dump- 


ing of securities upon an_ already 
strained market would have depressed 
values still further and would have 


crippled our financial markets immeas- 
urably. The moratorium avoided this 
by providing an interlude during which 
hysteria could die down and the panic 
subside. 
Question 4 

Contrast the limited installment op- 
tion of paying the proceeds of a life 
insurance policy with the certain and 
continuous installment option. With re- 
spect to each of these two plans enum- 
erate the various circumstances which 
justify use of the same. 

Answer to Question 4 


The limited installment option of pay- 





ing the proceeds of an insurance policy 





provides for the payment of a definite 
sum of money each month or year for 
a definite number of years without re- 
gard to life contingencies. The certain 
and continuous installment option pro- 
vides for the payment of a sum each 
month to the beneficiary for the rest of 
her life, with a certain minimum number 
of payments guaranteed whether the 
beneficiary survives or not. The sum 
payable each month will be determined 
by the age of the beneficiary when the 
payments begin. 

Circumstances justifying the use of 
the limited installment option are as fol- 
lows: 

(1) Insurance payable to children to 
care for them until they reach the age 
of self-support. 

(2) Educational policies to pay an in- 
come to children while they are in col- 
lege. 

(3) Where the amount of insurance 
is not sufficient to provide a life income 
of a fair amount, it is better to provide 
a living income for a limited period. 

(4) Bequests to charitable institutions 
providing for an income over a limited 
number of years. 

The certain and continuous install- 
ment option is applicable in all cases 
where the insurance is taken to provide 
an income for dependents, and where 
the insurance is of sufficient amount to 
provide a reasonably good income for 
life. If there are no dependents other 
than the original beneficiary, the “cer- 
tain” period may be only a few years or 
may be eliminated entirely. If, how- 
ever, there are minor children, the “cer- 
tain” period should be sufficiently long 
to guarantee that in the event of the 
mother’s death the income will not cease 
until the youngest child has reached the 
age of self-support. 

Question 5 


(a) Distinguish fully between a “pure 
endowment” and a savings account for 
an equal period. 

(b) From the following data show 
how you could calculate the annual level 
premium on a $1,000 limited payment 
ten-year endowment insurance policy, is- 








sued at age 30, and paid for with five | 


annual level premiums. 

(In view of the limited time avail- 
able, it is not desired that you make 
your multiplications, additions, and di- 
visions. Merely indicate all answers by 
letters beginning with “A” and then fol- 
low continuously with “B,” “C,” etc. 
In your explanation show the method of 


| 


| 
| 
| 
| 


19 


computation for only the first two years 
and the last two years. The problem 
aims to ascertain the correctness of pro- 
cedure and not actual results.) 

Section of American Experience Table 
Present 
Value 

of $1 at 
3% Due at 


No. Living 


at Start No. Dying 


Age of Year During Year End of Yr. 
9. 56,16 719 1—. 970874 
720 2—.942596 
721 3—.915142 
723 4—.888487 
726 5—.862609 
729 6—.837484 
732 7—.813092 
737 8—.789409 
742 9—.766417 
749 10—.744094 
756 11—.722421 
765 12—.701380 
774 13—.680951 


Answer to Question 5 


A “pure” endowment guarantees 


(a) 
a certain fund to the purchaser if he is 
living at a certain fixed date in the fu- 


ture. If he should die in the meantime, 
his estate receives nothing from the pre- 
miums which he has paid. 

A savings fund for an equal period 
promises the amount accumulated (with 
interest) at the end of the period, and, 
if death should interrupt the saving pe- 
riod, the saver’s estate receives the 
amount that he has already accumulated. 

Since a certain number will die dur- 
ing a designated period of life, those 
that survive under a pure endowment 
will gain the benefit of the deposits 
which the decedents had paid in before 
their death. Therefore, should the pur- 
chaser outlive the period, his return will 
be greater (cost will be less) than if he 
had preferred to save throughout the 
period. In exchange for this larger re- 
turn the purchaser foregoes the right to 
his accumulations in case of death dur- 
ing the period. 

(b) In order to get the net annual 
level premium, we must first have the 
net single premium. The endowment 
insurance contract is a combination of 
a pure endowment and term insurance, 
so we must get the single premium for 
the term insurance and add to this the 
single premmum for the pure endowment 
follows: 


This is as 
720 

— x 1000 x .970874 equals.. \ 
5441 
721 
tess x 1000 x .942596 equals B 
85441 
749 
ine x 1000 x .766417 equals I 
85441 
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ST. LOUIS, MISSOURI 
“Solidity maintained three-quarters of a century for policy- 


holders and agents.” 


'ST. LOUIS MUTUAL LIFE INSURANCE COMPANY 


F. H. KREISMANN, PRESIDENT 


@Reliable representatives desired in Kansas, Illinois and 
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No Better Territory 


No Better Company 


No Better General Agent’s 
Contract Than Our Service 
Pension Contract 


THE LAFAYETTE 
LIFE INSURANCE CO. 


W. Lane, F. L. Alexander 
Secretary President 
W. R. Smith, Field Vice-President 

LAFAYETTE, INDIANA 
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$1,000 to $1,600 
Ordinary Life Insurance at An 
Average Cost GUARANTEED 
OF ONLY $14.00 per $1,000 


Of Course Issued in Larger Amounts 
All Premiums Returned 


in addition to face of policy 
in event death before age 60 
FULL FACE THEREAFTER 
AND PREMIUM REDUCED 20% 
Example 


Original cost, age 30, $21.40 per 
$1,000 to age 59; $17.19 per $1,000 
thereafter. 


If you reside in Ohio, Illinois, Indiana, 

Kentucky, Foonepivente, Tennessee, West 

Virginia or the District of Columbia, 
Write for Samples and Particulars 


This is one of the many unique contracts 
issued by 


Federal Union Life 
FRANK M. PETERS, President 


Cincinnati, Ox10 

















THE NATIONAL 
756 
x 1000 x .744094 equals........... J 
85441 
(Net single premium for 10 year 9s 
term insurance) equals..........«+. K 
78106 
x 1000 x .744094 equals.......... L 
85141 


(The net single premium for a 
10-year pure endowment.) 

The single premium for a 10-year en- 
dowment insurance policy is equal to the 
sum of K and L, since the policy must 
provide for payment in case of death or 
in case the insured lives. In order to 
get the annual level premium we cannot 
divide this exactly by five, for then the 
interest and the mortality factors would 
not be included. We must assume a 
given premium which, we will say, is 
$1. Also we must remember that a 
premium is not like an annuity which 
is paid at the end of the year, but it is 
an annuity DUE, paid at the beginning 
of the year. We must find the present 
value of this $1.00 due for five years, 
since the premium paying period is only 
five years, then divide it into single pre- 
mium found above, the sum of K and 
L, which we will call M. The result 
will be the annual level premium for 











the five- payment 10 year endowment 
insurance. 
Due immediately ............ 1.00 
84721 
—— x 1.00 x .970874 equals.......... N 
85441 
84000 

x 1.00 x .942596 equals........... Oo 
85441 
83277 

x 1.00 x .915142 equals........... Pp 
85441 
82551 

x 1.00 x .888487 equals........... Q 
85441 


The sum of $1 and of N, O, P, Q 
equal R, which is the present value of 
an annuity due of $1 for five years. 
Then, K + L = M equals T, which is 


the level annual premium for a 10 year 
endowment insurance policy, paid for 
with five annual level premiums. 


Hartford Offices 
and Investments 


(CONTINUED FROM PAGE 1) 


“Turn lastly to utilities. These bonds 
have stood up better than any other type 
of investment and they are the least 
necessary for our existence. The others 
are being put to a cruel test and we'll 
soon find out whether they hold water 
or not. But the utilities go serenely 
onward.” 

Prior lien rail bonds predominate in 
insurance portfolios. Even with roads 
in receivership, the Wabash as an ex- 
ample, interest is being paid on these 
bonds. Insurance men look for defaults 
in 1933 but the defaults will strike the 
insurance companies last because of the 
type of their investments in the rail 
bonds. 


First Mortgage Railroad Bonds 


“A railroad,” one executive pointed 
out, “is similar to a house in financial 
structure. First comes its common 
stock, then its preferred. Then comes 
the so-called ‘pure debentures,’ which are 
nothing more or less than an unsecured 
note of the road. Then comes the junior 
bonds, the second and third mortgage 
obligations. But at the foundation of 
the structure are the first mortgage 
bonds. They will be the last to be 
affected. We don’t hope to avoid the 
lightning in insurance companies. It is 
likely to strike here and there in 1933. 
But we are prepared. How? By con- 
fining our investments to the basic se- 
curity which underlies the most needed 
of all things necessary for our living. 
This security is the first mortgage bonds 
of Class 1 roads comprising our vast 
transportation system.” 

Only in rare instances does a railroad 
fail to earn its interest on bonds even 
when in receivership. An example of a 
road in receivership for a period of 
years, but which, nevertheless, has paid 
the interest on its bonds, is the Chicago 








& Alton. Reorganization is simply a 

scaling down of obligations and a re- 

placing of equities. In this process the 

fire and life companies with first mort- 

gage bonds are the last to be affected. 
Cut Down on Employes 


“Normal purchasing power of the rail- 
roads,” declared one responsible for his 
company’s investments, “is about two 
billions yearly. It is now cut to $500,- 
000,000. The loss of this billion and a 
half leads to distress and unemployment. 
Normally the roads will employ 1,600,000 
people. Now they use barely a million. 
Thus are added more unemployed. This 
is a striking and vivid illustration of the 
importance of the railroads. To me it 
is indicative of what will happen if 
there is the slighest upturn in traffic. 


The gain in earnings will be pro- 
nounced.” 
The present investment policy of 


Hartford companies is to buy no stocks 
and few bonds. During 1932 one of the 
largest companies confined its purchases 
mostly to governments. Executives in 
this city have determined upon a course 
of keeping liquid. “We won’t buy until 
we can see a little clearer atmosphere,” 
one official said. In the meantime cash 
is pouring into reserves for the benefit 
of policyholders. 


Watch the Bank Situation 


There is much in the financial situation 
to occupy the executive’s time. While 
the banking failures have let up, there 
is, nevertheless close attention being paid 
to this field. In one Hartford company 
one officer has direct charge of several 
hundred bank accounts. Through a 
chart he watches the condition of each 
bank through comparing quarterly re- 
ports in all sections. He has millions in- 
volved. If conditions suggest it, with- 
drawals are increased. The drafts be- 
come more numerous. If failure ap- 
pears in the offing, the exposure is, con- 
sequently, reduced to a minimum. It is 
his policy to avoid closing an account if 
possible. This is true of other com- 
panies here. 

Hartford companies have made it a 
policy to cooperate as much as possible 
with the banks with which they do busi- 
ness. They dislike to close an account 
and they have shown a willingness to 
“play along” with a bank even when 
they know the institution is having diffi- 
culties. One method of their cooperation 
is to pay the charges of collection of 
drafts when the banks declare they are 
losing money. 


Investments Held Up Well 


Insurance companies in this city are 
proud of the fact that their investments 
have held up so well in the present eco- 
nomic unrest. No Connecticut chartered 
company has appealed to the Recon- 
struction Finance Corporation for aid. 
For real “trusteeship,” and all that the 
name implies, Hartford executives de- 
clare that insurance in this city has com- 
piled a record not equalled in any other 


section. 

This insurance community may be 
aptly termed as “compact.” Executives 
of rival companies are constantly in 
touch with each other through a com- 
mon meeting ground of industrial and 
banking directorates. All are interested 
unselfishly in maintaining unimpaired 
the credit of local companies, the confi- 
dence of the policyholder and the in- 
vestor. Deeply rooted in the soil of 
Puritanical background that trite, but ex- 
cellent, characterization, “New England 
conservatism,” is best exemplified here. 
The record it has compiled speaks for 
itself. It is unchallenged. 


Kentucky Decision Doesn’t 


Follow Dillon Case Rule 


Insurance men were startled a few 
years ago by the California decision in 
the case of Dillon vs. Prudential, in 
which the company was held liable for 
$10,000 on the death of a pedestrian 
killed by the automobile of an agent 


who was on his way to a Saturday 
morning staff meeting of an agency g 
There have been sever) 
Dillon 
In Kentucky, however, the cour 
of appeals has held in favor of the com. 
pany in the case of American Saving; 


the company. 
other decisions 
case. 


following the 


Life vs. Riplinger. 


automobile injured Riplinger. 








In the Kentucky case the agent of the 
company, Owens, was driving his wifes 
car and was on his way home for his 
dinner and for the purpose of picking w 
a blank assignment and a policy which 
he had previously left at his home, with 
the intention of having Bannon accept 
the assignment and pay the premium, 
While he was on his way home the 


In holding for the company the cour 
points out that Owens could go to work 
at whatever hour he desired and work 
as he desired, either day or night. The 


company did not exercise any contr 
over the manner in which he shoul 
travel. 





Wanted—Field Renewal Man 


An established Old Line Life In- 
surance Company is looking for 
an experienced man to do field re- 
instatement work. Must be able 
to show that he can organize him- 
self and the job and produce re- 
sults. State fully experience, age, 
and other qualifications that will 
lead us to consider your applica- 
tion. Address X-74, The National 
Underwriter. 
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OHIO SUPERVISOR 
WANTED 


Middlewestern Mutual Company wants 
supervisor for Ohio. Must be under 
40, with a successful background of 
personal production. A real oppor- 
tunity for the right man. Salary and 
necessary traveling expenses. 

Address X-72, The National Under- 


writer for confidential interview. 








WANTED 


Have opening in Chicago for few high class 
life insurance producers. Every possible serv 


ice given. Private offices to right parties 
Build for your future. One of the strongest 
and oldest companies. Highest commission 





Address X-80, The National Underwriter. 
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**I’m Not Sold 
on Accident 
and Health” 


You hear many life agents saying this, 
and quite sincerely. Moreover, we can- 
not but agree with them, if they haven't 
seen our new and modern policies. 


To the man accustomed to the excellent 
life contract the old time A. & H. poli- 
cies were not what he knew his clients 
needed. Consequently, he was not sold 
on them. But life agents are finding 
they can be sold on our Super-Disability 
policy. 

Send in the Coupon for further par- 
ticulars.§ MAIL COUPON 


INTER-OCEAN CASUALTY 

















COMPANY 





Executive Office 
CINCINNATI-OMNIO 
Inter-Ocean Casualty Co., | 
American Bidg., Cincinnati, Ohio. | 
Please send me information regarding your #* 


] dent and health policies, | 





] name pdecentdasebeesensaneesensoneqeeer we 
ee aE IT l 
BWI nsoocossnsvesenosenensonanesennoeonsets x. 0. 
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